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May Sales | 


However, 
in Previous 


Than 


Month, M. E. A. Reports 


EW YORK, June 30.—Manufacturing operations in the | 
automotive parts-accessory industry declined in May | 


and the seasonal curtailment 


line with the recession in the car plants, according to the. 


has continued this month, 


Motor and Equipment Association, 


In May, suppliers of original 
equipment and of service parts 
and service equipment for the 
trade lowered their schedules for 
the first time this year, though 
output of the accessory plants was 
a little higher than in April. Some 


urtailment can be ex- 
; since 


te upturn in car pro- 
duction is expected. 

Business of member wholesalers of 
automotive products last month held 
even with April. 

The grand index of shipments for 


oe, ~-all groups of manufacturer mem-| 
bers reporting their figures to the | 


associticn in May stood at 144 per 
cent. of the January 1925 base index 


of 100. as compared with 163 in April, | 


© 155 in March and 245 in May a year 


ago. 
Reports by divisions of member 
manufacturers business in May fol- 


Parts-accessory makers _ selling 


their products to the car and truck | 


makers for original equipment made 


shi mts aggregating 153 per cent. | 
of the. 


January, 1925, base index, as 
compared with 175 in April, 167 in 
March and 287 in May, 1929. 

Shipments to the trade by makers 
of service parts were 137 per cent of 
the January, 1925, base 
compared with 150 in April, 
March and 169 in May, 1929. 

Accessory shipments to the trade 
in May were 78 per cent. of the 1925 
base figures, as compared with 74 in 
April, 67 in March and 91 in May 
. last year. 


139 in 


Service equipment shipments, that | 


nd repair shop machinery and tools, 

ay were 165 per cent. of the 
1923 base, as compared with 180 in | 
April, 175 in March and 200 in May | 
a ® year ago. 


index, as| 


USED CAR SALES 
IN MIDDLE WEST 


| SHOW heen 


b entcae” 3 jane "9 Rlecd 
sales in the Middle West dar. 
ing May showed a gain of 2. 
per cent. over April, it f< just 
reported by the Federal Reserve 
Bank of Chicago in its monthly 
bulletin. In this same period 
new car sales dropped 20.7 per 
cent. at wholesale and 21.9 per 
cent, at retail. 

Decreased factory output during 
{the month as compared with May, 
1929, is reflected In the fact that 
|the number of cars sold at wholesale 
in May of this year was 58.2 per; 
cent. less than in the same month 
last year. At the same time the 
decrease in new automobiles sold 
at retail was considerably less than 
at wholesale, amounting to 35.1 per 
;cent., evidence of “the point that 
|dealers have been able materially 
|to curtail their new car inventory. 
In.other words, 23.1 per cent. more 
|new cars were sold by dealers than 
py the factories in this section. 

A sharp reduction 
inventories developed during 
with salable used automobiles on 
hand by dealers 19.8 per cent. less 
than in April and 94 per cent. 
less than in May, 1929. 

In the matter of new cars on 
| hand, these increased 21.9 per cent. 





}at the end of May, compared with: 


(Continued on page 12) 


_lndiana Ne ew Car Sales 


In May 19% Over April 


._ Ne York, June 30.—Anoiher 
Stagg te show an increase in 
passenger car registrations 
in ties oe over Apri! was Indiana, 
2 the retail sales that month 
amounted to 10,164, as compared 
with 8,475 in the preceding month, 
af gain of 19 per cent. 
Bethe sales continued in May to| 
un Htectotons behind a year ago, 
rations in May, 1929, hav- 
~ 13,309, the decline this 
ting to 23 per cent. 
pairet five months of this 
p Sales in In- | 
as com- 
correspond - 
, @ falling off of |i 


sa 


ly favorable in this state, as a year 
ago there was a decline in May from | 
| April. 

Here are the registrations for the | 
| first five months of this year, 
| compared with last: 
1929 


6,210 
7,444 
16,615 
14,704 
13,309 


1939 
5,482 
6,374 


+1, 164 
58,282 

the May sales 
Ford, with a, 


Totals 
Outstanding emnony 
records are those 


}very slight drop from May, 1929, and 


Plymouth and Chrysler, with actual | 
ncreases over a year ago. 


Ford and Chevrolet set up good | 


(Continued | on page 12) 


@ {that automobile production 


in used car) 
May, | 


| United States and that dealers are 


as | 
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NE W YORK, 


N et Profits, 


Detroit Goal 


‘Some Car Plants Are. 


Busy on New 
Models 


By FRED KINGSBURY 


I ETROIT, June 30.—Little talk 

regarding automobile  pro- 
duction is heard in Detroit at the 
present time. Although some of 
the plants are closed for two 
weeks’ vacation periods, some of 
the other plants are going full 
blast in order to have enough 
new models ready for dealer dis- 
play when they ar announced, and 
also to have a supply ready for 
retail delivery. 

Despite these vacation periods, 
labor conditions are steady at the 
present .time and indicétions are 
that they will continue. 

Interviews with factory heads | 
during the past few days indicate | 
is all 
‘that could be expected and that! 
\the final figure for June probably | 
| will be a surprise, taking into con- 
sideration the many rumors that! 
| have been heard regarding the low 
rate of output. 

Factory heads in this district are | 
not leoking at their industries in | 
| figures of production, but are cen-| 
aa on net profits. 


like basis than they have ever been 
before, and this especially applies 
to automobile building. 

There are no large inventories at 
iany of the plants in the Detroit dis- 
tricts, nor are there any stocks of | 
finished products, which cost con- 
siderable to carry. All this has been 
done away with, at the same 
time doing away with a great deal 
of expense. 

This does not mean that the 
dealer should carry large stocks, but 
it does mean that he should have 
an adequate supply for immediate 
deliveries to his customers. 

Reports coming to Detroit during 
the past week indicate that there 
has been a considerable gain in ser- 
vice work at all points in the 


making a concerted effort to build 
up this division of their shops. 

Parts trade during the past week 
has been excellent and shows an 
increase over the previous week. 

It might be remarked that there 
are developments being made in the 
parts industry that will result in 
great benefit to the dealers during 
the next year, although these plans 
have not fully matured at the 
present time. 
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Right now) 
e plants are on a more business- | 


930 


10, Cents, $12, Per ‘Year _ 


~ ADDITIONAL RETURNS SHOW 


‘Falling Off Only 4.5% in First Thirty-Six 


LESS THAN SEASONAL DROP 


States 


And District of Columbia to Report; 
Loss From 1929 Is 25.8% 


May nearing completion, it is 


NE W YORK, June 30.—With the returns of new passen- 
ger car registrations in 


apparent that retail sales of 


cars in that month were only 


slightly below the April mark and that the decline from the 
corresponding month of 1929 was practically the same as 


FORD SOON TO ERECT 
$3,000,000 ASSEMBLY 


* the April drop. 

The first thirty-six states to re- 
port along with the District of Co- 
lumbia show a total registration of 


PLANT AT SEATTLE)! 250,005, as compared with 261,731 in 


Seattle, Wash., 


June 30—Work | 


| April, 1930, and 337,074 in May, 
/1929. This represents a falling off 


will start within sixty days on the of only 45 per cent» from the pre- 


| Ford: Motor ie new $3,000 
'000 assembly plant this city, at 
| West Waterway, on the 55-acre tract | 
| recently acquired by the company, 
} according to William Bremer, of Al- | 
| bert Kahn, Inc., architects for Ford. | 
Kahn, last week, conferred here 
| with R. W. Hinea, plant manager, 
|and Mayor Edwards, concerning | 
placing underground of all power 
| lines on adjoining streets. If this is; 
done by the city, he said, work will | 
| begin on the structure. 

| The plant will be considerably 
larger than originally planned, when 
the new tract was acquired about 
two months ago. It wil 


| longer and 50 feet wider. The main 


| building will thus be 320 feet long | 


by 100 feet wide. The warehouse will 
|} be 100 by 500 feet in ground floor | 
dimension. Water and rail connec- 
tions are at hand, with excellent 
wharfage facilities. 

The plant will have a capacity of 
| 300 cars daily, and will employ from 
1,200 to 1,500 men when running at 


| peak. 


|YOLEDO EMPLOYMENT DOWN 


SLIGHTLY IN PAST WEEK 
Toledo, June 30.—Employment in 
fifty-one major plants, mainly au- 
tomotive. totaled 23,450 in the week 
ended June 27, a net decrease of 
| 1,010 under the preceding week and | 
comparing with 40,596 a year ago. 


Throngs 


EW YORK, June 30.—Public 
interest in the advent of the 
American Austin car on the mar- 
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ket Saturday, as evinced by the 
attendance at the showrooms all 
over the country where the new 


bantam car was displayed, was 
greater than had been anticipated 


and in many places the show- 

rooms 

modate the crowds. 

The car did not go on 
New York until today. 


‘iin | 


| in The | 


; showrooms at 1860 Broadway were 
crowded all day and a number of 
j} actual sales were closed and long 


lists of prospects obtained. 

From Chicago came word that the 
| Austin had been given an extreme- 
lly encouraging reception there, and | 
| similar reports were received from 
Boston, Philadelphia, Atlanta, St. | 
' Louis and Pacific Coast cities. 

The Charles Motors Company in 
Newark, N. reports at its 


be 100 feet | 


were too small to accom.‘ 


| ceding month and 25.8 per cent. 
|from a year ago, this latter figure 
| being the same as the decline in 
April from the corresponding month 
in 1929. The May decline from 
April is less than the usual sea- 
| sonal drop. 

Among the more important states 
that are believed to have shown 
substantial gains in May over April 
is New York, the final returns from 
which have not been received. 

Registration of the Ford in the 
states heard from thus far 
amounted to 104,667, or 41 per 
cent. of the total, about the same 
percentage that prevailed in the 
earlier months of this year. 
Chevrolet also held to about the 
same level, with registrations of 
58,625, or 23 per cent. of the total. 

The states that have reported for 
May are Alabama, Arizona, Arkan- 
sas, Connecticut, Delaware, Florida, 
| Idaho, Illinois, Indiana, Iowa, Kan- 
sas, Louisiana, Maryland, Massachu- 
setts, Michigan, Minnesota, Missouri, 
Montana, Nebraska, Nevada, New 
Hampshire, New Jersey, North Car- 
{olina, North Dakota, Ohio, Okla- 
homa, Oregon, Pennsylvania, Rhode 
|Island, South Carolina, South Da- 
kota, Utah, Virginia, Washington, 
| West Virginia, Wisconsin and the 
District of Columbia. 


| 


| 


Bantam Austin Attracts 


in Many Cities 


| showrooms were crowded all day 
| Saturday and that the interest dis- 
played in the new Austin was be- 
yond their expectation. 


CROWDS AT NEWARK 
Newark, N. J., June 30.—The 


Charles Motors Company, Austin 
distributor here, reports that or- 


ders for the new car are pesqnd: its... 
with .-° 


very: , iiberal antici: pation, 
| orewds 39, gré@v tMat doors ‘have ta * 
be closed from time to time to 
| attow, ,.,com ior onectators: tc mFve. . 
| ayound. ; 

| ‘At the private ‘showing last week 
on persons looked over the ca 
while on Saturday there were mor 

| than 3,000 persons in the show 
rooms until 11 o’clock at night. 
|More than 12,000 saw the new 
|Bantam models at the Plainfield 
show rooms of the company over 
lthe week end. Suaday. in. Newark, 


(Continued on page 12) 
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Use of Trucksin Hauling 
Farm Products Is Studied 


ASHINGTON, June 36.—The 
‘ constantly increasing use of 
the motor truck in transporta- 
tion of farm products and its far- 
reaching effect upon the farm 
marketing system are engaging 
the attention of the Bureau of 
Agricultural Economics of the 
United States Department of Ag- 
riculture, which is making an ex- 
tensive study of the motor truck 
in its relations to marketing. 
The bureau’s survey consists 


determining the importance of truck 
receipts of the fruit and vegetable 
supply in some of the leading mar- 


ket centers of the country; and in} 


ascertaining the volume of truck 
movements as compared with move- 
ments by rail and boat from rep- 
resentative producing areas. It will 
determine also the situation with 
regard to the redistribution of 
produce from the large market 
centers to smaller communities in 
their trade areas. 

Preliminary surveys by the bu- 
yreau show that many farmers who 
formerly hauled or shipped produce 
to market centers now sell direct to 
the so-called truckmen-merchants. 
These itinerant merchants buy sup- 

lies on speculation and may haul 

one of a half dozen or more con- 
suming markets within a radius of 
200 to 300 miles; or they may ped- 
dle their loads in small towns or 
rural districts. Truckman-mercharts 
in many instances make it possible 
for producers to sell products of a 
grade and condition which it would 
be impractical to ship by rail. 

Produce handlers in market cen- 
ters complain that the marketing of 
these supplies has a depressing ef- 
fect on prices of shipped-in prod- 
wce, since it frequently results in 
an oversupply at the market, and at 
#)] times injects an unknown quan- 
tity into the market situation. The 
merchants and shippers who hire 
truckmen to haul their shipments 
very often do not decide until the 
Jast moment in what market they 
wil) sell. Even when 
destination has been determined in 
advance by the merchant-truckman 
or shipper, the time required for 


{that there is little opportunity to| peak volume reached in May a year | 





CHRYSLER REGISTRATIONS 
3% UNDER 1929 RECORD 


Detroit, Mich., June 30.—Official | 
new car registrations from 39 states | 
| where totals are now available show 


transportation is so short and con-/that registraffons of Chrysler cars 
trol of shipments is so scattered' for May were 97 per cent. of the 


SPARKS from DETROIT 












obtain advance information as to 


of | 


the market | 


conditions. 


the volume of prospective receipts, 
The motor truck has extend- 
ed the local supply area of a mar- 
ket beyond the distance formerly 
within wagon haul, and many 
specialized cro are now being 
hauled by truc from producing 
areas for distances up to 600 miles. 
The truck eliminates much of the 
handling and rehauling of the 
produce on farms and in mar- 
kets. The business has increased 
tremendously in recent years and 
furnishes an increasing propor- 
tion of the market supplies. The 
bureau is compiling the daily mo- 
tor truck receipts at several mar- 
kets, and it is hoped that the 
present survey will indicate 
methods of developing more com- 
plete market news reports on this 
phase of the produce bi.siness. 


The bureau’s preliminary surveys 
of the motor trucking situation deal 
with the movement of fruits and 
vegetables from Delaware and the 
eastern shore of Maryland and Vir- 


ginia; in southern Indiana and 
southern Illinois; in western New) 
York, and in the Cumberland- 


Shenandoah sections of Maryland, | 
Pennsylvania and West Virginia. | 
|The bureau, co-operating with the 
|New Jersey State College of Agri- 


culture and the New Jersey State 
Department of Agriculture, has also 
surveyed the motortruck as a car- 
rier of fruits and 
Greater New York. 

In the bureau's current survey, 
the representatives of its various 


branch offices in the leading mar- | 


ket centers report the volume and 
sources of trucked-in supplies. This 
will disclose the principal commo- 
dities hauled by truck, and the 
principal areas of origin of each 
product. The bureau will attempt to 
estimate approximately the pvropor- 
tion of truck receipts from market 
garden areas, which formerly hauled 
products to market by wagon. The 
bureau will endeavor also to ascer- 
tain the attitude of the wholesale 
trade to the trucking business, and 
the effect of trucking on marketing 
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9O@e STEERING 


Easier Steering .. 


Easier Selling! 


Those cars in every price 


class most noted for their 


easy control are equipped 


with “steering by Gemmer.” 


And in these days — with 


so many women driving — 


effortless steering is a big 


° os @e 
° . 
. e« 
° + @ee 
e-@ 6 » : . 


selling advantage. 


“° GEMMER 


MANUFACTURING COMPANY. ..DETROIT 


World’s Largest Builders of Steering Gears 


SMOOTHER-STEERED when GEMMER-GEARED 





| AIR-WAY APPLIANCE TO 
| 
| 


ago. 


per cent. of the corresponding 
period of 1929. 

In fifteen. states out 
thirty-nine the _ registrations 
Chrysler cars actually showed an 
increase over May of last year. 


Commanding leads were piled up in 


of ‘these 


such representative states as Penn-' 


sylvania, WUlinois, Iowa, Missouri, 
; Minnesota, New Jersey, Kansas, | 
Virginia, Florida, Vermont, Dela- 


ware, South Dakota, New Hamp- 
shire and Idaho. In these states 


| the total registrations of Chrysler 
| cars increased approximately 16 per 
|cent. over May, 1929. 


Registrations of Chrysler cars in 
Deiaware jumped 250 per cent. over 
May of last year. Gains of 69 per 
cent. were recorded in Idaho, 56 per 
cent. in Kansas, 41 per cent. in 
Iowa, 34 per cent. in Virginia, 33 


| per cent. in Minnesota and 24 per 
| cent. in New Jersey. 


CONTINENTAL’S LOSS FOR 


HALF YEAR IS $884,288 


Detroit, June 30.—Report of Con- 


, tinental Motors Corporation for the 
|six months ended 


April 38, 1930, 
shows net loss of $884,288 after ex- 
penses, depreciation and develop- 
ment expenses of Continental Air- 


vegetables to| craft Company and before special 
| charges 
| charged to surplus account. 


amounting to $4,583,969 
: This 
compares with net profit of $582.- 


418, or 27 cents a share on 2,113,000 | 


no-par shares of stock in corre- 


sponding six months of preceding | 


fiscal year. 

Profit and loss surplus after 
charging out $4,583,969 for adjust- 
ment of special tools, dies and pat- 
terns, provision for obsolescence and 
losses in inventories and other 
write-offs amounted 
A li with 
vember 1-- i929. and ; 
yma a $10,394,361 on 


ae CLOSE FOR INVENTORY 
Toledo, 0., June 30.—The Air- 
Way Electric Appliance Corporation 
| Will close down its shops tomorrow 
| for the annual overhaul and inven+ 
tory period. Presses and other 
machines which have been operat- 
}1ng on a daily schedule for the past 
year will be given a thorough going- 
| over, officials say. In anticipation 
\Of the shutdown, the company has 
;completed all work orders in the 
| Shop and provided suffiicent stock 
|Of finished products to last during 
| the inventory 





| REPUBLIC STEEI TO iN 

L 4 OPEN 

| OFFICE IN INDIANAPOLIS 

Indianapolis, Ind., June 30.—'The 

| Republic Steel Corporation wil anes 
a néw district sales office here in 

| the Circle Tower July 7, it is an- 

jmounced from headquarters of the 

; Corporation at Youngstown. 


| 
| 


2g New car registrations for the! 
|; entire industry are running only 75 








of | 


to $4,208,109, | 
$9.676.367 on No- | 


“Dog Days” 


* * - 
Herr Von Opel in Detroit 
* + + 


No Law Against Looking 


Fred Kingsbury—Detroit Editor 











HE city of Detroit has just been passing through a spell 

of very humid weather. The writer, knowing the very 
comfortable arrangements of the plants for their workers 
during the winter season, was anxious to know just what 
conditions would be with the thermometer suffering from 
high blood pressure. 

A visit to the plants when the outside temperature was 
officially registered at 89 degrees, revealed that tempera- 
tures in the factories, with the exceptions of the foundries 
and heat treating departments, were lower than that out- 
side. 

While twelve deaths were attributed to the heat in 
Greater Detroit in one day, there was not a single prostra- 
tion at any of the motor car manufacturing plants, which 
speaks well for working conditions in this great industry. 

*” * + 
Fritz Von Opel, famous German scientist and in- 
ventor of the Rocket Automobile, is in Detroit doing 
research work for the General Motors Corporation on 
a number of scientific projects. 
* * * 
A‘ automobile dealer 
dropped into the office the other day. 


friend of ours from down East 
He had come to 


Detroit to visit one or two of the plants and also with an 


idea of inspecting some of the new models to be announced 
in the near future. He had been refused permission to see 
these new models by the makers and said he was returning 
home very disappointed. 

We told him to go to the corner of West Grand Boule- 
vard and 2d Avenue and keep his eyes open. He followed 
instructions and returned in forty minutes, his face wreathed 
in smiles, reporting that he had seen two of three new makes 
he knew of drive by. 

These new units are frequently driven through the city 
on the way to dealers’ salesrooms in nearby towns and cities 
and there is no law against looking. 

_ o - 


Officials of the General Motors Proving Ground at 
Milford, Mich., report a greater number of visitors this 
year than ever before, and that a goodly proportion of 
the visitors are automobile dealers. 





of Ethyl 


production 
panies are 


form Ethyl Gasoline. 


soon be ready. 


approximate 500 


NHTHYL GASOLINE 





Production of ETHYL FLUI 
mereascd 500% in year 


A year AGo the Ethyl Gasoline Cor- 
poration was operating one plant for the 
fluid, 
knock compound which leading oil com- 


adding to their gasoline to 


eins & 

Voday there are three plants operat- 
ing at full capacity and a fourth will 
This will represent an 


cent. 


CORPORATION, 


ETHYL GASOLINE 


The active ingredient used in Ethyl fluid is lead 


lil 


D 


of the constantly growing demand by 
motorists for Ethyl Gasoline. So effec- 


the anti- tive an anti-knock is Ethyl fluid that 
only about a teaspoonful is needed to 


make a gallon of Ethyl Gasoline. 


Oil companies selling more than three- 
quarters of all the motor fuel used in 
the United States and Canada are now 
Millions of 
motorists are using it because they have 
that Ethyl the 


marketing Ethyl Gasoline. 


increase in found 


per improves per- 
the facilities for the production of Ethyl formance of any car, whatever its type, 
fluid within the year, and is the result size or age. ‘Try Ethyl yourself. 


CHRYSLER BUILDING, NEW YORK CITY 
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Rhode Island New Car Registra tions i in May Beh ind 1929 


FORD HAS GAIN OF 
413 IN 5 MONTHS 


eS but 52 Units’ 
Behind in Same 
Pertod 


NEW YORK, June 30.—Rhode 
Island’s new car registrations 
in May, with a total of 2,183, were 
848 units behind the same month 
last “year, a decrease of 27.9 per 
cent. In the first five months 
the total was 7,867, a loss of 1,947 
units, or 19.8 per cent. 
Ford, with a gain of 65 units in 
May, was 413 above its 1929 record | 
for the first five months, while | 


Chevrolet had a loss of 138 in May | 


and was only 52 behind for the 
period. 

Buick was the only other make to 
show a gain in May, although Gard- 
ner and Jordan tied their May, 1929, 
mark. 

In the first five months several 
makes in addition to Ford and! 
Chevrolet made g0od showings. 
Auburn had a gain of one unit, 
while Buick, with a total of 400 
sales, was but 24 units behind. 
De Soto gained four; Gardner tied 
its 1929 mark; Lincoln had a loss 
of five units; Oakland a loss of 
12, and Pierce-Arrow a loss of 14. 

The May registration, compared 
with the same month last year, 
showing urit gain or loss, follows: 


Unit 
Gain or 
1930 1929 Loss 
ss os 6660 0ne 18 23 *§ 
2 See 105 102 3 
eee 9 11 *2 
Gnevrolet ......... 448 586 *138 
CC See 76 102 *26 
Eo socks ccc 08 2 a ats 
Se 63 73 *10 
3S 2 i133 Si 
YS s.bbi04.0 eae 5§ 33 *28 
ES ER 77 208 *131 
SS k's o's cees cleo 4 745 680 65 
Pranklin ..,....... 77a “Se 
Gardner ; 2 2 ms 
ES 3's cts of 7 © OS 
eee 40 47 7 
Hupmobile ........ 6 @ 34 
ae 1 1 ae 
8 See 16 30 *14 
ae 6 7 *1 
Marmon-Roosevelt 6¢ Si -°3S 
—€ a aig 17 ee me 
EC Sac coca 40 118 *78 
_ | ae 22 25 *3 
Oldsmobile ....... 48 58 *10 
ES cc cccsece 33.6C«8Stti«é°' 2D 
oc k pases 12 16 *4 
Pierce-Arrow ..... 14 23 - 
Plymouth ......... 66 79 *13 
aonene Er 86 175 *89 | 
is eo ys sS 6 8° | 
S'debaker- Erskine . 22 64 *42 
aan 1 2 *1 
ae _ 4 100 *96 
EE aces s00 6 « ee se 
Willys-Knight .... 71 2323 3 
Miscellaneous ..... 3. 8B i: 
aa 183 3,031 *848 
*Loss. 
The five months registration, 


compared with the same period last 


Motor Transport, Seattle 
Chalks Up New Record 


HALKING up an all-time record 


in its used car department dur- | W 


jing May, 1930, 
|selling an even 
{100 cars at prices 
ranging from $100 
ito as high as 
$1,500, and doing 
|so without giving 
any guarantee is 
the record made 


by Motor Trans- 
port in Seattle, 
Wash., according 


|to August John- 
son, president and 
general manager. 
In addition to be- 





August Johnson 
ing Willys-Overland dealer in that 


city, Motor Transport is distributor, 
with branches in Spokane and 
Yakima. But the 100-car record is 
for Seattle only. 

“Our used cars have been in bet- 
ter demand than ever,” said Mr. 
Johnson. “The result is that our 
stocks are now the lowest since we 
started in business. Used cars sell- 
ing at under $500 and those selling 
|} at over $800 are in greater demand 


than those ranging from %500 to, 


$800, and sell more readily. This is 
due to the new car values offered 
at the middle-price range.” 

In answer to how this record was 
made and why it is that the used 
car business has been steady, and 
a real business with Motor Trans- 
port, Johnson explained: 

“Our business is run on a sound 
| basis, with hard work the main 
| principle. There are no tricks that 
| will make consistently good sales, 
| or build up good will for a firm. 
|Our policy is to make a fair, legiti- 
|mate profit on every deal, and not 
sell at a loss here and there, and 
then figure on some sharp practice 
in another deal, getting the best 
|of someone and making a iong 
| profit in that one deal. It does not 
|make for satisfaction, or a pleased 
‘customer. After all, the most im- 


|portant thing in any transaction is | 


| make a pleased customer. 
| “We sell our cars after putting 
them into proper shape, so that the 
| buyer can depend upon our mer- 


|chandise. We do not sell used cars | 


| with any kind of a guarantee. It 
| does not seem sound policy to us 
| to guarantee cars for longer periods 
even than the new cars are guar- 


|anteed for, some dealers doing so. | 
| for success is to apply 90 per cent. 
| hard work and 10 per cent. common 
| horse sense.” 


|and neither does it seem logical 
| that we could. guarantee a make of 


|Car that we do not handle new. 


|who have bought these so-called 


‘guaranteed’ cars and who are dis-|dled the used car problem 
satisfied with the former deal. Thus | profitable manner for Motor Trans- 
we sell an ‘unguaranteed’ car to a’ port. 


Erie, Pa., Dealers Report 
Co-Operative Ads Pay 





year, showing unit gain or loss fol- 
lows: 








Unit 
Gain 
* 1930 1929 or Loss! 
ER Se cas 68 67 1] 
aN 400 424 *24 | 
DS 5 5 0's 0 0 0 08 29 55 *26 | 
Chevrolet ....... 1,651 1,703 *52 | 
| 10 ys Be: 
eee 256 252 4! 
eee 316 413 *97 | 
ae 38 62 *24 | 
Se 259 673 *414! 
te 2,614 2,201 413 | 
Franklin ........ 31 82 *51 | 
SG ... cee 2 2 
ae 83 281 *198 | 
ae 110 =—s:158 *48 | 
Hupmobile ...... 15 116 “41 
ME css os s Stow s 3 5 
OED. . ws 55 115 -*60 | 
6 Sa 16 21 +5 | 
Mrmn.-Roosevelt 12 55 *43 | 
Marquette ...... 55 Re «sa 
MOT 5 sss 137 369 «= *232) 
Oakland ........ 89 17 *12 
Oldsmobile ...... 148 199 *51) 
Saar 92 168 *16 
PORTIONS ook ss os. 35 55 *20 
Pierce- Arrow 46 60 *14 
Plymouth ....... 171 222 *51 
maser 1 ah ee 305 560 *255 
eis cee dae» © 130 187 *57 
Studebaker. Ersk.. 127 271 *144 
_ Sa 1 2 + 
Whippet a ee 23 389 *366 
Willys 138 ae <<? 
Willys-Knight . 82 145 *63 
Miscellaneous ... 6 82 a 
one 1,867 9.814 *1,947 
*Loss. 
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WICHITA DEALERS HOLD 
23-DAY USED-CAR SALE 


Wichita, an., June 30.—The Au- 
tomotive Dealers Association here 


is conducting one of the most gi- 
gantic selling campaigns in the 
city’s history. A 23-day used car 
sale will close July 5. With two or 
| three minor exceptions, every 
dealer is co-operating in the sales 
event. which is said to have no 
| equal in Kansas. 

Dealers are taking pride in the 
|caliber of used cars being oifered. 
| Considerable work and expense has 
| been resorted to in order to put first 
class cars on the market. Hundreds 
|of cars representing every known 
|}make are on sale. 


WILLYS-OVERLAND PITTS. 
DEALERS VISIT FACTORY 


Toledo, O., June 30.—Following a 
tour of the factory, Willys-Overland 
dealers from Chicago and Pitts- 
burgh recently left here for their re- 
spective cities with driveaways of 
100 cars each. The caravans in- 
cluded Willys sixes and eights and 
Whippet fours for retail delivery. 

During a luncheon which he gave 
to the Chicago delegation President 
L. A. Miller told the dealers their 


aggressive work was a clear indica- | 


tion there is business for the retailer 
who ‘hustles for it. 

The Willys-Overland plant is 
turning out 500 cars a day at pres- 


ithe public they should be sold on 
‘an ‘as is’ 
| ing ” 


By D. M. TREPP 


“Most of our sales are to persons | 


| page advertisement, 
'cessful in moving used cars. Here- | 


| their used car advertisements to the 


|classfied rate was obtained for the 





former ‘guaranteed-car’ buyer. But 
e stand back of our merchandise 
as represented when sold. Any just 
complaint is taken care of gladly 


| 





and quickly. Comebacks, though, 
are very rare. | 
“Cars selling around $100 are 


simply put into good running order. 
But we put every car into what we, 
consider first class condition in its 
price range. New parts and com-| 
plete overhaul go Into cars worth 
it. In our shop we do complete | 
jobs, including body and fender and | 
paint work. Cars traded in at! 
around $30 to $40 we junk. Any car | 
that we can’t put into good run-| 
ning order, so that it will perform | 
satisfactorily, we junk without hesi- | 
tation. 

“In selling used cars a firm must | 
inspire reliability. This will avoid | 
costly ‘comebacks’ and _ ill- feeling | 
such as come in some instances | 
where a guaranteed used car is not | 
backed up to the satisfaction of the | 
buyer.” 

Johnson is sold on the idea that | 
every deal must show a profit. Prior | 
to going into the motor car business 
|/in Spokane in 1908, he had been 4 
merchant and contractor. He had 
learned the rudiments of merchan- 
dising and brought his experience | 
and knowledge to his new business. | 
His progress as a motor car dealer 
has been rapid and steady. About| 
four years ago he expanded by in- 
vading Seattle, and establishing his | 
main offices there. } 

The trade-in value is based on the | 
Northwest Used Car Manual prices, 
with due allowances made for con- 
| dition. “We buy (trade-in) at a price | 
so that we feel we can sell at a 
profit,” he continued. 

“One reason for such high mor- 
tality rate among dealer is that | 
some think they can perform mir- 
acles in this business; that is, do, 
things that someone else cannot do. 
That kind of dealer passes out of 
the picture in due course. I know) 
that I can’t do anything that the | 
' fellow down the street can’t also do. | 
We all have overhead to consider; | 
salaries and other expenses, and all | 
new or used car business must be 
done on the sound foundation of 
reasonable profit, hard work and 
honesty.” 

Here Johnson related a speech he 
once heard a very successful dealer 
make, in which he said: “Our recipe | 


So it is that cutting out the frills 


and delivering the goods has cae 
in 


| (0- OPERATIVE advertising in 

the newspapers by the members 
of the Erie Automotive Association, 
Erie, Pa., in the form of a full- 
two or three 
times a week, has proved quite suc- 
tofore, the dealers had _ confined 
classified sections of the daily 


papers, but through a special ar- 
rangement with the publishers, a 


full page advertisements. Each ad 
carries at the top some form of 
suitable introduction. A recent one 
played up “The Call of the Road.” | 
followed with a quotation from the! 
pen of some linquist. j 

The idea. while only in operation | 
two or three weeks, has proved to! 
the dealers that co-operative adver- 
tising, consistantly used, will move 
used cars. Only high-class used ve- | 
hicles not more than three years 
old are offered. In fact, one official | 
of the local association, in com-| 
menting on the used car situation. | 
said :— 

“If a reputable dealer today cares 
for his business reputation, he will 
see to it that no cars more than 
three vears old are advertised for 
sale. Nine times out of ten a car 
older than three years will be ready 
either for a complete rehabilitation 
or the junk pile, and if a dealer 
does dispose of such machines to 








basis and priced accord- 


| are associated his two sons. 
|B. and Clyde W. Mason. The build- 





Deans of the 





Dealer World 








USiIne a pair of mules fer tow- 
ing barges on the Morris 
Canal and selling automobiles 
are the most widely divergent 
activities in transportation imag- 
inable, yet J. W. Mason, one of 
the pioneers in automobile selling 
in New Jersey, began in no other 
way. 
Mr. Mason heads the J. W. Ma- 


|son & Sons dealership at 360 Cen- 
tral Ave., Newark, N. J., where the | 


Peerless car is distributed. With him 
Edward 


ing housing the dealership contains 
44,000 square feet of utilized floor 
space and three stories devoted tu 
every department required in giving 
satisfaction to their patrons. 

In the showroom, 
| twenty-four cars may be displayed 
at one time Space is 
the running of overhauled motors 
on their own power for forty-eight 
hours and the machinery used is al! 
of the most improved type. 

Mr. Mason's entry to the automo- 


| bile field was by buying and selling 


used cars while he was employed 
in the engineering firm of A. A. 
Griffing & Co. in 1900. He soon 
pictured the possibilities of his side 
line, and in 1906 became the dealer 


for the Maxwell-Briscoe car, then 
one of the leading makes. He 
added the Velie in 1913 and the 


Peerless in 1918. He was compelled | 


to drop the Velie on account of the 
increasing demand for the larger 
car. 

He recalled the formation of the 


United States Motor Corporation. | 


composed of Maxwell-Briscoe, 


| Brush and Stoddard Dayton cars, 
}and the 


Grobosky truck, the amal- 
gamatin f the interests of which 
was a forerunner of the idea of the 
General Motors Corporation. 
United States Motors Corporation 
was not long lived due to the pres- 
ence in the various plants of so 
much unusable junk, but properly 
run, Mr. Mason said, it would have | 
controlled the industry today. 


125x55_ feet, ¢ 


provided for | 


The. 


| office, 618 Majestic 


, At the entry to this country to 
| the World War, Mr, Mason pur- 
|chased for $6,000 a _ sixty-foot 
cruiser, which he presented to the 
government. It was known as the 

U. S. S. Chipper, with a crew of 
| eight, and was used as a submarine 
chaser and instruction boat. When 
armistice was declared the govern- 
ment returned the Chipper to Mr. 
|Mason and awarded him a bronze 
tablet citing his patriotism. Edward 
and Clyde served in the United 
States navy. 

Mr. Mason firmly believes the 
sales of good cars will increase an- 
nually. He called the automobile 
a great economic booster, fostering 
saving and the indulgence in 
health-giving recreation as can no 
other medium. 

His favorite diversions are golf- 
ing, hunting and breeding hunting 
dogs. 


DE SOTO NAMES BARTON 


DENVER ZONE MANAGER 


Detroit, Mich., June 30.—Appoint- 
ment of James R. Barton as district 
manager for the De Soto Motor 
Corporation in the Denver district, 
succeeding Fred O. Clough, hag 
been announced here by L. G. Peed, 
general sales manager of the cor- 
poration. : 

Joining the De Soto organization 
in 1929, Barton brought to his work 
the experience of many years in the 
automotive industry. His associa- 
tions during this period included 
the Firestone Tire and Rubber 
Company, the Willys-Overland 
Company and the Seiberling Rub- 
ber Company. Prior to his appoint- 
ment as Denver district manager, 
Barton acted as metropolitan sales 
representative for De Soto in its 
|Chicago district. He will now be 
located at the ag om ding. Denver 
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E are 


starting our twenty- 


with your 
and wish 


to express our appre- 
ciation of Willys- 
Overland’s splendid 
cooperation during 
these past twenty 
—The Lindesmith Co. 

Lima, Ohio 


Write or wire for 
franchise details 


_ WILLYS-OVERLAND, Inc. 
TOLEDO, OHIO 


WILLYS-OVERLAND SALES CO., LTD., TORONTO, CAN. 
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Quick Prosperity 
N several occasions The Automotive Daily News has. 
called attention to the excellent position of the retail 
branch of the industry at the present time as regards stocks 
on hand. In the matter of new cars on hand, it may be) 
doubted if dealers have been as favorably fixed in many years | 
as they are today. In many cases the supply of new vehicles | 
averages only four or five units. 
Used car stocks are not relatively as low as new ones, | 
but even in this always difficult division, dealers are in a/| 
better position than they have been in many weary months. | 
Our correspondents in every city of importance have con-)| 
ducted careful survey in this matter of stocks on hand and | 
practically they are unanimous in accepting this view of the) 
present situation. 
The conclusion that we have drawn from this condition 


is that the minute business starts upward, with increased | — 


employment and more buying, the automotive industry will} 
feel the effect. There will be no period of hesitation to take | 
up a slack of overstocking by the dealers, as has often been! 
the case in the past. A number of leading manufacturers | 
have been kind enough to send us their opinions, which coin- | 
cide with our own. 

In a bulletin just released by the Union Trust Company | 
of Cleveland, this important banking institution takes very | 
much the same point of view. “The encouraging side of the! 
automobile picture,” says the bulletin, “is the fact that pro- 
duction this year has been kept strictly within the limits of | 
public demand. Dealers’ stocks of both old and new cars are) 
at the lowest since the first of the year. Stocks of new cars| 
manufactured but unsold are estimated equivalent to only | 
one week’s production. Therefore the slightest turn in con-| 
summer demand may be reflected immediately in increased | 
production schedules.” 

We do not anticipate any sudden and overwhelming de- | 
mand during the last half of the year. The normal tendency | 
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in motor vehicle sales is downward from July to the end of | 


Us 
Tell You 


In presenting this service de- 
partment, The Automobile Daily 
News is actuated by the desire to 
help its readers solve their prob- 
lems. . 

In some instances readers may 
desire information which will re- 
quire an expenditure of money 
to secure, and in such cases we 
shall be glad to get the desired 
data at the least possible cost, or 
we shall inform our readers 
where they may obtain it most 
economically and expeditiously. 


BUSINESS CONTINUES 
UPSWING FOR WEEK 
ENDING ON JUNE 21 


Washington, June 30.—Business | 
in general throughout the country 
| for the week ended June 21, as | 
| measured by check payments, was | 
more than 17 per cent. greater 
than the previous week and 5 per 
| cent. lower than for the week end- 
ed June 22, 1929, the Department 
of Commerce announced today. 
Wholesale prices declined slightly | 
from last week and were 12 per cent. 
lower than the same week last year. 
The composite iron and steel price | 
remained unchanged from the pre- | 
ceding period, but showed a decline | 
when compared with a year ago. 
| Bank loans: and discounts regis- | 
| tered an increase of 1 per cent. over | 





the week ended June 14 and 3 per | 





the year. It is possible, however, that the relative decline’! 
from month to month this year may be less proportionately | 
than it has been in the past. 
it as a sign of business revival. 
are appending a brief table, which shows the normal course | 
of new car sales from 1926 to 1929, for the period from June) 


to the year’s end: 
MONTHLY SALES TOTALS 


Automobile Daily News: We are | 
If that happens, we may accept | im receipt of your letter of June 10, 
For our readers’ benefit we | attaching clippings taken from your 
|recent editions. 

We very much appreciate the ef- 
|forts on your part to adjust the| terest rates for both call and time 
confusion which has arisen in con- 
|nection with the handling of the 


'lowances for shrinkage, evaporation, | statement of the business situation. 
|'and leakage only when there has /| the director of the census announced | 


a trying test of the issues of stock which many industrial | 
enterprises put out for purchase by employees. 
of fact this class of stock issue came through the crisis with- | 
out any apparent set-back. | 


city, having recently completed a survey of these employee 4 


1929 1928 1927 1926 loss claims.| The policy of the bu- 
Sees $86,587 317,191 268,868 313,884 | 7eeu is and hee Been, to make al-| 
aera 432,695 324,085 247,835 321,455 and leakage only when the 
August ....... 376,933 329,925 242,115 306,606 en a loss suffered. 
September ...304°422 271846 184'808 -261°460 | ue tea my, naividuals | were 
October ...... 288,829 284,740 184,027 240,943 | permitted to make deduction 
November 183,683 212,098 132,585 162,264 ‘|gum whether or pot they actually 
December .138,782 154,605 89,256 126,931 | suffered any loss at all. We realize 


« 'that losses oe in a great 

|Many cases, and the proper proce- 

_ | dure on the rt of the dealer is to 
Employee Held Stock | make mention of the A 4 RF 


T might be supposed that the late and present uncompro- 
mising behavior of the stock market would have proved 


| turn in which the loss has occurred. 
; The claim is thus brought to our 
attention, and if, after due consid- 
eration, we feel that the claim is 
justifiable the proper allowance is 
made. If we feel that the claim is 
excessive we refer the matter to 
one of our field investigators who 


As a matter 


}is detailed to ascertain all the facts 
|connected with the loss and submit 
report to this office, so that we 
|may make proper disposition of the 


The National Industrial Conference Board in New York 


tock issues, found that of 150 stock subscription plans only | ejgim. 
“four have been discontinued since 1927 and none of these 
eliminations was caused by the market crash or crashes. 
ithe total, only three companies reported that any changes in 
the form of the plan were contemplated. Certainly this indi- 
Yeates that the plans as originally formulated were soundly 
"conceived to enable them to withstand one of the most com- 
prehensive stock smashes of recent times. 


Adjustments are only made after 
the cases have been very carefully 


Of | 


|considered and any information to 
| the contrary is incorrect and with- 
out foundation. 
BENJ. G. EYNON, 
Deputy Secretary of Revenue, 
Bureau of Motor Vehicles, 
Harrisburg, Pa. 





|space provided on the monthly re- | 


cent. over the same period in 1929. | 
Prices for stocks showed eee | 
‘ from both comparative periods. Bond 
| prices remained unchanged when | 
| compared with a week ago and were | 
2 per cent. higher than the cor: | 
| responding period a year ago. In- | 
| money declined from the preceding | 
week and the same period of last | 
| year. | 
Coincident with the usual weekly 


that preliminary returns covering | 
| about one-fourth of the population | 
of the country showed unemploy- | 


|permitted to make a deduction of | ment of 574,647 persons, or 2 per | 


|}cent. of the total 
| territory covered. 
The figures cover 756 counties and 

| 75 cities not included in these coun- 
| ties. 


population of ! 


CATERPILLAR TRACTOR 
CONCENTRATES OUTPUT | 
Peoria, Il., June 30.—The Cater- | 

| pillar Tractor Company this week | 
|announced discontinuance of its 
| plant at San Leandro, Cal., and con- | 
‘centration of its tractor manufac- | 
| turing activities in the Caterpillar 
| Plant here. The decision, made at | 
|a meeting of directors of the com- 
| pany this week, was recognition of 


™ 0 


' FRENCH MANUFACTURER TO 


MAKE MOTO METER HORNS 


Long Island City, June 30.—A li- 
cense to manufacture the horns 
produced by the Moto Meter Gauge 
and Equipment Corporation of this 
city was granted F. Respassau & 
Co. of Paris at. a meeting of the 
board of directors of the Moto Me- 
ter Company yesterday. 

The license agreement, drawn up 
by R. G. Martin, president of the 
American company while he was 
abroad a few weeks ago, guarantees 
the Moto Meter company a fixed 
annual income plus: royalties upon 
every horn manufactured in France. 


| Respassau & Co., in ‘turn; will have 
|exclusive rights 


in that country 
and will add this license to previous 


;ones allowing manufacture of Moto 


Meter heat indicators. 


COMING EVENTS 


JUNB 
t#-July 13—Pesen. Poland. 
Motor end Iransport 
AUGUST 
Il. Society of Automo- 














International 
Show. 


26-78—Chicage, 
tive gimeers aeronautic meeting 
in conjunction with Nationa) Air 
Races 


SEPTEMBER 


22.26-—Chicage, I. American Society for 
oot Treating meeting at Stevens 


Hote 
29-Oct. 4—Pittsburgh Pa. Nationa: 
Connect) Apnuva! Safety Gonsrant™ 


OCTOBER 


' 
2-12—Paris, Framee. Automobile Saion, 
6-11—Washington D. C. Sixth interne 

tional Road Congress. . 
6-11—Wasbingten. D. C.. American Road 
builders’ Association Convention. 
8- ore yaa Conley of Autemo 
ve gineers production m 
at Book-Cadillac Hotel ones 
22-24—Pittsburgh, Pa Saciety of Automo- 
eve Engineers’ transportation meet. 
ng 
16-25—Londen England Olympis Motes 
Show 


NOVEMBER 

6-16—Berlin, Germany (nternationa! Aue 
tomobile Show 

%-15--Chicage, [11 Automobile Salon at 
Drake Hotel 

10-14—Cleveland, 0. Moto: and Equipment 
Associatior Show 

Standard 


17-21—Cleveland, 0O. 
Parts Association Show 


Nationa! 


| SO N's York. Automobile Saton a¢ 


Hote! Commodore 





the advantages of this city as a DECEMBER 
|manufacturing and distribution | ¢-17—Brussels, Belgi Aut bile Bue 
| point, and although it does not | hibition. 

|mean immediate increase in local | JANUARY 

production schedules, will be fol-| 3-10—New York. National Automobile 
lowed by immediate suspension of | Show. 

work at the California lant. A 94-S1-—-GBteage, IM. National Automobile 


quarter of a million dollar manu- | 
facturing unit, forerunner of this 
| change in the company’s policy, is | 
|already under way heré. Transfer | 
|of production from San Leandro 
| will be accomplished gradually, di- | 
| rectors stated. 
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FORD DEALER PUTS THROUGH 
100 SERVICING JOBS A DAY 


Makes Money on His 
Used Cars 


By K. H. LANSING 

LAD who earned his first dol- 

lar as a breaker boy in a 
Pennsylvania coal mine, today is 
one of the leading Ford dealers 
in the Philadelphia district and 
its outstanding one in the city’s 
great northeast section. Import- 
ant progressive steps between 
these two periods for Alvin A. 
Swenson—for it is he to whom 
reference is made—were, respec- 
tively, launching out as a scale 
salesman, in which field he held 
a high record of $400 a month 


average earnings and won many 
prizes offered by his employers, 
and working as a salesman for 
the Ford Motor Company, Broad 
Street and Lehigh Avenue, Phila- 
delphia. 

It was while Swenson was a scale 
salesman that he bought a Ford car 
to enable him to call regularly upon 
his many customers and prospects. 
He found that his car had solved 


his own transportation problem so | 


well, helping to increase his business 
more than one-third, that it pre- 
sented to him a great opportunity 
to sell Ford transportation to others; 
and thus seeing the light led to his 
leaving his old job and associating 
himself with the Ford Motor Com- 
any. For the last fifteen years 
wenson has been in business at 
4120-4150 Kensington avenue. The 
concern is incorporated and is on a 
contract basis of 1,200 cars a year. 
The Sooney structure consists of two 
adjoining buildings affording a total 
of 26,000 square feet of floor space, 
of which 10,000 square feet is de- 
voted to the new car department. 

Service is so important a part of 
the business that its two familiar 
slogans—“Swenson Service Satis- 
fies,” and “Our Interest in Your Car 
Does Not Cease on Delivery”—refer 
alone to that phase. Swenson sells 
the customers on the length of time 
he has been in business building up 
a wall of confidence, and the as- 
surance that they will receive real 
service from every viewpoint. 

The dealership has eight sales- 
men, some of whom have been in 
its employ ever since it was started. 
All call on all their customers at 
least four times a year. 

“Our turnover of salesmen al- 
ways has been small,” says Swen- 
son, “and the men we have work 
long hours uncomplainingly. Our 
chief aim within the organization 
has been to get ‘he confidence 
of our force, win their liking and 
loyalty and make them 100 per 
cent. Ford boosters. But an em- | 
ployer, while doing all this, must | 
maintain discipline. We have al- 


on it when taken in exchange, an 


we price our used cars right for re- | 


sale. The used car business is a 
perfectly legitimate one, in so far as 
an automobile agency is concerned, 


and there is no reason for looking | 


at it from any other viewpoint. 

_ “I tell the salesmen not to get 
into a flutter when a customer 
drives up with his car to offer in 
exchange on a new car deal. Some 


dealers take too seriously the asser- | 


tion by an owner that he has been 
offered a big price for his old car 
after he has heard the dealer's al- 
lowance offer. On investigation— 
and sometimes we have made it a 
point to investigate—we have not 
|infrequently found that owners had 
| misrepresented the facts in declar- 
|ing that they had already turned 
|}down a larger offer than our ap- 
praisal figure. Because of having 
,;made such an_e assertion and 
|through pride, some owners will 
|positively reject a good offer for 
heir used car and go to the trouble 
| of trying it all over again, perhaps 
| several times. The thing to do is 
}to get them out of this frame of 
|mind, if possible, and persuade 
jthem to accept a proper offer. 
| There is, then, no reason for the 
experienced salesman to become 
excited for fear he will lose the 
Sale of a new car, provided he 
handles the owner as he should.” 
Up to the second week in June, 


jleft in stock only fifteen really 
high-priced automobiles in his used 
car department, or forty units all 
told. Swenson employs two methods 
in selling used cars. The better 
cars he reconditions “with suspicion 
eliminated,” as decribed, and sells 
on the department floor; while the 
lower-priced used cars, in the open 
weather months, he sell on a lot 
he owns, several blocks from his 
agency, some of them reconditioned 
and some “as is.” This lot is 
fenced in with stout poultry wire 
and has in the rear a brightly 
painted little “bungalow” for the 
salesman detailed there, and the 
two mechanics who demonstrate, 
answer questions and take prospec- 
tive buyers out for a ride. The 
fencing top and posts are decorated 
with little pennants with the 
agency’s name thereon, and the lot 
is next to the sidewalk. This plan 
|takes care of such prospects as 
|might be embarrassed by pricing 
used cars on the regular department 
sales floor. Here, in the open, they 
feel more at liberty to roam about 
and examine the different cars in 
detail. Swenson says the plan pro- 
motes sales among this class and 
large numbers call daily. In six 
weeks this spring he had sold 150 
cars on the lot. A principle im- 
pressed on the salesmen is, “Don’t 





ways made a point of helping the | argue with a used car buyer.” 


salesmen earn as much money as 
they can, and I assist them in 
closing difficult deals.” 

The departments of the business | 
are as follows: Sales and service | 
of new cars, used car sales, parts | 
sales, car repairs, body plant, | 
painting, Ford accessories and tires. | 
There is a $30,000 stock of parts and | 
a “silent salesman” display at the) 
counter where customers stop in| 
this division. Old Model T cars are | 
kept on a special gallery. The sur- | 
plus heavier parts, such as fenders, | 
Wheels and rims, are assembled on | 
the second floor, and there is a 
supply of twenty-six different types | 
of fenders on hand. The house | 
‘sells, on an average, 1,500 tires and | 
,tubes a year, and does its own bat- | 
tery work. 

+ Swenson has very well defined | 

* ideas and policies with regard to | 
used cars, both when taken in ex- 
change on deals and when resold, 
and always has made this depart- 
ment a paying one. On an aver- 
age he sells 600 used cars and 
trucks a year. He maintains that 
many dealers have trouble with 
this department because _ they 
neglect to “buy them right” and 
are feinted into paying too much 
of an allowance on exchange cars 
in r condition. 

“There is no price ona used car,” 
he asserts. “If it is bought right it 
can be fixed up at minimum cost 
to sell with what we call ‘suspicion 
eliminated.’ If certain small points 
in repairing are passed up, the av- 
erage customer becomes suspicious 
of the car because of its appearance 
and is not apt to purchase it, even 
if he can see all essential repairs 
have been made; or, at least, the 
dealer fails to get a proper price 
for it. Such little things as a dented 


When the house has a consider- 
able number of used cars, it places 
the surplus in a storage warehouse 
and withdraws them, a few at a 
time, during the winter, for re- 
conditioning. This plan helps to 
keep the organization intact and 
the shop busy. 

Swenson has twenty-four me- 
chanics and repairmen. Four me- 
chanics are detailed to the new car 
department to act as demonstrators 
and make minor adjustments and 
installations for those who purchase 
a new car. They work in the repair 
shop when not otherwise engaged, 
helping to put in perfect order new 
cars from the factory. 

A certain number of minor installa- 
tions are made free of charge for 
customers. One of these is install- 
ing a fan belt, for example. Cus- 
tomers appreciate these courtesies 
and are more.than apt to return 
for service, parts. or accessories and 
when they need another car. The 
| agency has found this practice a 
| substantial gainer of good wil! and 
| sales. 
| There are three men in the serv- 
|ice department whose special duty 
| it is to receive customers and dem- 
| onstrate for them, and one man is 
| detailed to “preliminary work” and 
| driving the customer about to try 
out the car. The agency averages 
100 service jobs a day, about 10 per 
cent. of these coming under the 
head of _ jobs,” or shop repairs. 
A letter of thanks, signed by Presi- 
dent Swenson, is sent to a new car 
buyer immediately following deliv- 
ery of the car, assuring him the 
agency's interest in him and his car 
is only started; stating that those 
who buy a Ford car with Swenson 
service get added value and asking 


: . - hub cap, a rust spot or a poorly ad- | 
Big Philadelphia Dealer justed fixture may spoil e used car 
| Sale. We take care of all such things | 

and can afford to, because we do | 


not make an unduly high anova | 





| 


| 


to the minute 


requesting the customer to keep the| on their Fords and he values these 

dealer closely informed as to any) letters highly. 

difficulties that might arise in its| The paint shop, half a block from 

operation. mm | the sales and service building, is 
A few days after a servicing Jjob;manned by twenty-five painters. 

has been performed for a customer! Three red service cars equipped ror 

a postcard is mailed to him, ex-| towing bear on their sides the slo- 


Well Equipped Shop for Ford Cars 


WHERE “Swenson Service Satisfies” in the big repair shop equipped with machines and bench tools up 


—— | 


cific Goodrich Company, has left 
|for Akron to attend conferences of 
|executives of the B. F. Goodrich 
|Rubber Company. From Akron he 
| will go to Washington, D. C., and 
|then to New York, whence he will 
sail for Los Angeles via the Panama 





tude with the operation of and work general sales manager for the Pa-|the Seattle division. 


Swenson had sold about 500 new) 
cars and 400 used cars, and had | 














for an opportunity to prove it, and 


pressing hope that the work was/| gan, 
satisfactory and if not for him _ to| The big repair shop is fully equipped 
notify the agency at once. 
card bears both slogans mentioned | and servicing and is especially light | 
and with the extra line 
— pi ng 4 Aoi + ol meee | 
as a desk whose drawers are e . . 

with folders containing letters sent | PACIFIC GOODRICH SALES 
to him by car owners voluntarily | 
| eareeneaas satisfaction and grati- 



































“Swenson Service Satisfies.” | Canal. 
This | to take care of all types of repairs 


“Success | and clean. Wash., 


Swenson | 
in Seattle and here, has 


Los Angeles, June 30.—F. E. Titus, | in this cit 


THE SPRINGS 
MUST BE THERE... 


BUT LETS KEEP 
THEM QUIET... 


a must have springs—and springs 
must squeak unless they have protec- 
. . But there is no need now for 
need for uncomfortable 


tion . 
squeaks—no 
rides on rusty springs—because there 
are now Anderson-Ajax Steel Spring- 


Covers. 


These snug-fitting jackets of steel are 
protective armor that keeps out de- 
structive dirt and water, and seals in 
the proper lubrication for even, con- 
trolled spring action. 


Anderson-Ajax Steel Spring-Covers 
have already been adopted as stand- 
ard equipment by ten manufacturers 
on twenty-four models. These include 
Cadillac V-16, Studebaker President 
Eight, Nash win Ignition 8, Nash 
Twin Ignition 6, all models of Peer- 
less, the Studebaker Buckingham Fu- 
neral car, the Studebaker Providence 
Ambulance and others. Anderson Man- 
ufacturing Company, 155 Sidney Street, 
Cambridge, Massachusetts. 


‘ Distributed to automobile manufac- 
turers from the factory at Cambridge, 
Mass. . . . Detroit office, Mr. George 
H. Hunt, 2-244 General Motors Build- 


ing 
ing. 


He is accompanied by Mrs. 
| Titus and their son, Woodruff. 


HILL-MILLS CO. FORMED 
| Spokane, June 30.— 
‘Mills. Company, Cletrac distributor 


_|corporated for $75,000 capital. 
MANAGER ATTENDS MEETING |}. Mills is manager of the division 
and E. W. Hill manages 
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WILLYS-MORROW CO., INC 
ELMIRA, NEW YORK 
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WASHINGTON 


F. Bartlett, wWil- 
, Hoquiam; | Peerless St. g 


ond; Ocean | Peerless Master 8 


Studebaker—J. 


acDonald, Raym 
Garage, McClips. 

WEST VIRGINIA 
Studebaker—Madison Motor Com- 


Pany, Madison. 


Studebaker—Fed 
tor Company, Su 
Pany, Reedsburg. 


wn Tire and Mo- 
rior; Smith Auto 
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Boyd; Jake R. Leno, L; 


NEW SUPER BUSES IN 





























SERVICE IN JERSEY | 


N. J., June 30—Six 


type have been put into oO 
e Newark - Jersey Ci 
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€s contain many new 
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called “whee]- | Whippet 98 A 


features which 
sengers’ comfort 
elimination of th 
house seats,” making 

e bus equally comfor 
have also been made wi 
covered with an 
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leather. Above the 





S and large parce 
hand baggage. 
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a small crank |g 
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r Improved | Fan Belt Ty pe 
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Valve Arrangement i. 
zoutal; O, overhead; K, Sleeve valve. 
phon water cir- | 


Cast iron; § St. 
Compression Ratio 
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Warner: 
>, Ly-| 
Carburetor 
Zenith; N 
Stromberg: Me 
John, Johrson: Til, Tillotson. ° | Uets Company; ‘Spic, § 
a | Fation; MM, Mechanic 
AC, AC Spark Plug Company; | Company, Rockford, I) : 
aze; Un, United; Han, Handy; | Fab, Fabric. 
| Rear Axle—Co] Columbia; 3al, Salisbury; 
Drive—Link, Link Belt; Tex, Cla, Clark Equipment Company; 
Cereron; Ram, Ramsey; Timken. 
Chain; Diam, Diamond | Steering Gear—Gem. Gemmer; 
Various makes of chains; and Too! Company; 
us makes of gears. Say-B, Saylor-Beall Mfe¢ 
Generator and Starter—Aut-L, troit, Mich.; Was, Warbler. 
Del-R, Delco-Remy; N £, Brakes—H., hydraulic; 
Dyn, Dyneto SD, steeldraulic; 
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120 | Lyc Dole | LL | 6 | 2%x4% | 185 | “5.16 | 198 
125 | Lye Dole | | 8 | 2% x4% | 246 | #515 | 264 
130 | Lyc | Dole [|L_ [8 | 34x4% | 299 | *5.25 | 33.8 
75 | Own | — |L |4/] 22x3 | 45.8 | 5.10 | 
27%) | Bish-Bab |O | 6 3%xd% | 2415 | 5.25 | 27. 
127%| Own 
127%| Own | Bish-Bab |L (8/3 x4% | 2685) 5.50 28.8 
118 | Own | | Bish-Bab | O | © | 3y%ex4% | 2575 | 451 | 28.4 
Buick 50 and 6@ 124-132 | Own | Bish-Bab | O 16 | 3%x5 | 331.0 | 437 | 33.7 
0 jOwnV | Yes IL | 8 | 35x45 | 353 | 4.70 | 36.5 
148 | Own | Yes 1O |16!3 x | 452.0 | 5.50 | 57.5 
107 | Own | Yes |}O | 6 | 3%x3% | 1960) 5.01 | 263 
*169%| Own | | Yes iL 6 | 3%x4% | 1956 | 5.20 | 23, 
*177%4| Own | Yes iL | 6 | 35x5 268.4 | 5.00 | 27, 
*168%4! Own Yes (bh | 6 | 3%x5 268.4 | 5.00 
*163%; Own — iL 6 | 3%x4% | 2186 | 5.00 | a | 
mperial *191 | Own | | Yes |L | 6 | 35x5 | 308.3 | 5.00 | 31.54 | 100@3200 | 
(Fr. Wh. Dr.)| 4530 137%4| Lyc | — LL (8 | 3%x4% | 2986 | 5.25 | 33.8 | 125@3600 |* 
*169%| Own | V | Yes | | 6 | 3%x4% | 18981; 5.20 
2965 | "177 | Own | | Yes iL 8 | 2%x4 | 207.7 | 5.20 
|Dedge Six D D 2738 | *168% | Own | Yes /L | 6 | 3%x4% | 1898 | 5.20 
| *176%| Own | Yes L 8 | 2%x4% | 220.7 | 5.20 
| *292%-176! Con | Bish-Bab |L | 6/3%x4 | 199 | 5.32 
[*175% -179%4) Con | Bish- LL _ [6 | 3%x4% | 48 | 5.06 
117 | Lye | Yes |L | 6 | 2%x4% | 185 | 5.25 
Elear 14@ and 130 135-130 | Con | V | Yes [Le | 8 | 3%x4% | 322 | 5.25 
8-95 | 3298 | 123 | Lye | | Yes }L [8 | 2%x4% | 246.7 | 5.25 
| 2805 113 | Own |— jfL | 6 | 2%x4% | 160.4 | 5.80 AS | 
2336 1034; Own | V | —— 1 L | & | 3% x4% | 2005 | 422 | 2403 | 
3930 125 | Own | | Bish-Bab *O | 6 | 3%x4% | 274 | 5.30 | 29.4 | 
| 4060 132_| Own | — | Bish-Bab |*o | 6 | 3%x4% | 274 | 530 294 
| 3330 122 | Lyc | V | Dole [L | 6| 2%x4% | 183 | 508) 198 
| 3500 125 | Lye | Dole |G | 8 | 2%x4% | 2466] 5.15 | 265 
| 3890 130 | Lye | | Dole |L | 8 | 3%x4% | 2086 5.25 | 33.8 
3175 115 | Own | F | Dole |L | 6 | 3%x4% | 207 | 5.41 | 23.44 
Graham Spl. ¢ | 3390 115 | Own | F | Dole |L | 6 | 3%xa% | 24 | 5.49 | 25.35 
| Graham Std. 3 | 3795 122 | Own | Bish-Bab | L |8 | 34x4u% | 298 5.20 | 33.80 
Graham Spl. 8 | 7 = Bm | | Bish-Bab 2 | 3 Sates | 328 Sal | Sean 
Gra’ | wn Bish-Bab x4% é Z 
Graham Cust.8 4405 137 | Own Bish-Bab | L_| 8 | 3%x4% | 322 | 5.41 | 36.45 
| Hudson Super 8 | 3200 | 119-126 | Own | — [L | 8 | 24x4% | 2138 | 580 | 242 
| Hupmobile Cen 6 9 —__ | —— | Oun | ¥ ) —~ L | 6! S%x4% | 2116) 5.10 | 25.35 
ane * lanl en. foe io Ps | 8 | 2%x4% | 2402) 5.20 | 2645 
i i_eewee n | /8 | 3 x4% | 2686) 5.20 | 288 
| Hupmobile Hand U 4000 | —— | Own No |b [8 | 3%x4% | 365.6 | 5.20 | 392 
Jordan St. Line 80| 3590 | 120 | Con | Bish-Bab | L | 8 | 2%x4% | 2467 | 5.10 | 265 
Jord’n G. Ninety 8) 3600 | 125 | Con Pines iL {8/3 x4% | 268.6 | 5.10 | 289 
*201 | Own Yes | LV | 8 | 3qx4t@ | 340) 518 35.1 
136 | Own — LL 18/|3%x5 | 386 | 483 [39.2 
|Marmon Eight 69 | *180 | Own — |L | 8 | 2taxd% | 2112) 5.25 | 254 
“191 | Own Pines iL | 8 | 34x4% | 309.2 5.50 | 32.5 
_|Marmon Big Eight 202 | Own |V Pines [1 | 8 | 34x4% | 3152) 5.50 | 33.8 
Marmon- Roosevelt = Own Dole [L | 8 | 2%x4y% | 2019 | 5.25 | 242 
Own | | Bish-Bab | L | 6 | 3%x4% | 2128 | 5.29 | 23.4 
| Nash Single Six 114%! Own pines =| Ls | 6 | 3texa% | 2013 | 500] aaa 
| Nash Twin Ig. 6 118-128%.! Own | | Pines |L | 6 | 3%x4% | 242 | 500 | 273 
| Nash Twin Ig. 8 124-133 | Own | v Pines [L_ | 8} 3%x4% | 2986 | 5.25 | 33.8 
117 | Own | V Yes H | 8 | 34x3% | 251.0 | 5.00 | 37.8 
11344] Own | V | __ L 6 | 3x%x4% | 1975 | 5.20 | 24. 
Packard 726-733 | 127'4-134%| Own | V| Own L | 8! 3%x5 + $20 -~ 
|Packard 746-745 140%-145%] Own | V Own L |8/ shies 384.8 — 
118 | Own | Vv Bish-Bab | L 8 | 2%x4% | 2460 | 5.00 | 
| 125 | Own v Bish-Bab | L 8 3%x4% 322 | 5.00 
| Peerless Custom 8 | 138 | Own |v Bish-Bab | L 8 | 35x4% | 322 5.00 | 
132 | Own | V | Yes L §8 3%x4% 340 5.07 | 
139 | Own | y | Yes L 8 | 34%4x4% | 366 5.07 | 
144 | Own | V | Yes L 8 3%x5 = 385 | «5.07 | 
134 | Own |v Yes L 8 3%x4% 366 5.07 | 
4 | Son a L | 4 | 3%x4% | 196 | 460 | 
| n ar L 6 | 31X37 200.0 | 4.90 
116 | Con Dole L 6 | 3%x4 214.7 | 5.50 | 
be — 4 Bish-Bab L | 6 | 3%x5 |: 2683} 5.30) 
ish-B. | 
s 130 | Own |V | Yves iL 18 | 3 mek 268.8 | 3.08 | 
tudebaker Six 1144 |O 4 
| Studebaker Dict. ¢ 115 | wa | Y | Dole L 6 314 x4 '% 205.3 | 5.25 | 
new | i Own V_ Dole L | 6 | 3%x4% | 20147 4.80 
modern Studebaker Diet. 8 115 | Own V Dole 7. 8/3, Fg 221 | 5.00 
peration | Studebaker Com, g 120 | Own | y Pines L yey - 
S , F ‘ ' ines 8 | 3\4x4% | 250.4 5.10 
Studebaker Pres. a 125-135 Own |v Pine | 31 
| 13414 145 | coe es L 8 | 3%x4% | 337 | 5,05 | 
9 ee 8 | 3% x4% 322 |} 5.25 | 
Own | V | Yes H | 8 | 3%x3% | 2595) 5.10 | 
Windsor 6-69 130 | Gon | 'V | Dole L | 6 | 2%x4% | 185 7) 5.00 
oan | — 4 Dole | | 6 | 3%x4 | 215 | 4.94 
| Windsor 8-85 = Gan i ole iL 6 3%x4 1215 | 4.94 | 
- |e | — xe 8/3 x4% 269 5.00 
112%! Own | y ta rte fa 1783 | S15 | 
Willys Six 98-B 110 Own v Va a — S. - 
120 Con y Soe L 6 3% x37 | 193 5.56 | 
| Willys-Knt. 66-8 120 | Own | vj ve Ko, 4x4 | 245.4 | 5.40 | 
| Willys-Knt. 87 2009 | 112%-115 | Own | ¥ Yes = : Hae — | 
n a ae . odd ‘, 16 “3 2 ”“ 14 7 4, 
ABBREVIATIONS ee iter , Purolator; Wal, Wall: “Bendix starter drive used. 
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Auburn 6-85 | Link Del-R |*Del-R Long | War 3 UnP|Col %| 49.,/H Ross | S 56% | Own | Bijur | 18x5.50 
Auburn 8-95 | Link Del-R |*Del-R Long | War 3 UnP | Col %/| 47 |H ' Ross | S 56% | Own | Bijur | 18x6.00 
Aubern 125 | Link Del-R /*Del-R Long | Detr3 UnP/|Col %| 445/|H Ross | S 56% | Own | Bijur | 18x6.50 
Austin | Gear Aut-L |*Aut-L Rock | War-G 4 Spic | Sal | 5.25 | Mech Say B! Cant Own | Zerk | 18x3.75 
Blackhawk 6 | Link Del-R | Del-R Borg | Detr 4 UnP | Sal % | 475 |H Gem S60 | Own | Bijur | 31x6.00 
Blackhawk 8 | Link Del-R |*Del-R Borg | Detr 4 UnP | Sal % | 14.75 | H Gem S$ 60 | Own | Bijur | 31%6.00 
Buick 406 | Tex Del-R | Del-R Own | Own 3 Own | Own % 454 |M Sag| 855 | Own | Al-Z =| 29x5.50 
Buick 50 and 66 | Tex Del-R | Del-R Own | Own 3 Own | Own % 4.45 | M Sag | S 58% | Own | Al-Z | 19x6.50 
Cadillac 353 | Chain Del-R | Del-R Own | Own 3 Spice | Own % 5.08 | Own-M Own! 8 60 | Own | Alem | 19x7.00 | 
Cadillac 452 ‘| Chain Del-R | Del-R Own | Own 3 Spice | Own % | 439 | Own Own | S60 | Own | Alem | 19x7.00 
Chevrolet | Var Del-R |*Del-R Own | Own 3 Own | Own % 3.82 | M Own | 8S 54 | Tryon | Alem | 19x4.75 
Chrysler 6 | Chain Del-R | Del-R Own | Own 3 Un P | Own % 47 |H War | 8 53% | Tryon Al-Z | 19x5.00 | 
Chrysler 77 | Chain Del-R | Del-R Own | Own 4 UnP | Own % | 382/H Ross | S 58% | Rub B (| Al-Z_ | 18x6.00 |"; 
Chrysler 76 | Chain Del-R | Del-R Own | Own 4 Un P | Own % 3.82 | H War | 8 57% | Rub B | Al-Z | 18x5.50 
Chrysler 66 | Chain Del-R | Del-R Own | Own 3 UnP | Own %| 4.70| H War | S 54% | Rub B | Al-Z 18x5.50 
Chrysler Imperial | Chain Del-R | Del-R Own | Own 4 UnP | Own %} 3.77 | H Ross | S 58% | Rub B | Al-Z | 18x7.00 
Cord (Fr. Wh. Dr.) | Link Del-R |*Del-R_ Long | Det 3 UnP&MM | Col F | 441 | H Gem | 8 62 | Own | Bijur__| 18x7.00 
De Sete 6 | Chain Del-R _|*Del-R Borg | Own 3 UnP|Own%; 47 | H War | S 53% | Tryoh | Al-Z 19x5.00 
De Seto 8 Chain Del-R | Del-R’ Borg | Own 3 UnP | Own %| 49 |H War | 8S 54% | Rub B | Al-Z | 19x5.25 
Dedge Six D D Chain Del-R | Del-R Borg | Own 3 UnP | Own 4 | 49 | H War | S 53% | Tryon | Al-Z | 19x5.00 
Dedge 8 Chain Del-R | Del-R Borg | Own 3 UnP | Own %/| 46 |H War | 8S 54% | Rub B | Al-Z 18x5.50 
Durant 6-14 Chain Aut-L |*Aut-L Borg | Own 3 Spic | Own %/ 44 SD Own § 55 | Tryon | Alem (| 29x5.00 « 
Derant 6-17 Chain Aut-L |*Aut-L Borg | Own 4 Spic | Own *% | 3.72/85 D Own | 855 | Tryon Alem | 20x5.50 
Elcar 6-75" T Dink Del-R | Del-R Long | War-G 3 Sple | Sal 4) 488) A Ross | 5 53% | Belt Alem | 29x5.00 
Elear 146 and 13¢ Link Del-R |*Del-R Long | War-G-4 Spice | Sal %| ...|H Ross | 8 57 Belf | Alem (| 30x7.00 
Elear 8-95-96 Link Del-R *Del-R Long | War-G3 Spic | Sal % | 490/H Ross | § 56 Belf | Alem | 29x5.50 
Essex Chain Aut-L /*Aut-L Own | Own 3 Spic | Own % | 5.4 | Bendix Gem/| 8 54% | Own | Alem 19x5.00 
Ford A Own Own Own | ’ 37 |W Gem | S Tr | Own TAl-z 19x4.75 
Franklin 145 Ram Del-R |*Del-R Br-L |*Detr 4 Spic | Own % 454 |H Gem | El 42 | Nore | Al-Z (| 19x6.50 
Franklin Rem Del-R |*Del-R  Br-L | War-G 3 Spic : % 4.54 | H Gem | El 42 | None | Al-Z | 19x6.50 
Gardner 136 | Link Del-R |*Del-R Borg | War-G4 Spic | Col %; 445 | H Roses | § 54 | O-N | Alem | 29x5.50 
Gardner 146 | Link Del-R |*Del-R Borg | War-G3 SGSpic | Col % | 445 |H Roses | 8 54 | O-N | Alem | 29x5.50 
Gardner 15¢ | Link Del-R |*Del-R Borg | War-G3 Spic {Col % | 445/|H Ross | § 57 | O-N | Alem | 30x6.50 
Graham Std 6 | Link Del-R |*Del-R Long | War-G3 UnP Cla %/| 47 (H Ross | S 54 | Tryon | Al-Z | 19x5.00 
Graham Spi. ¢ | Link Del-R (*Del-R Long | War-G 4 UnP | Sal % 3.91 | H Ross | S 54 | Tryon | Al-Z | 18x5.50 
Graham Std. $ | Link Del-R | Del-R Long | WC 3 UnP | Sal %| 445|H Ross | 8&8 56 | Rub B Al-Z | 18x6.00 
Graham Spi. | Link Del-R | Del-R Long | War-G 4 UnP | Sal %/| 390/H Ross | S56 (| Rub B | Al-Z | 18x6.00 
Graham Cust. $ | Link Del-R | Del-R Long | War-G4 UnP | Cla %/| 3.64|H Ross | § 58 (| Own Bijur | 16x6.50 
Graham Cust. $ | Link Del-R | Del-R Long | War-G4 UnP | Cla % | 392/|H Ross | 8 58 | Own Bijur | 19x6.50 
Hedsen Super 8 | Chain Aut-L |[*Aut-L Own | Own 3 Spic | Own % | 46 | Bendix Gem| 8S 54% | Own | Alem | 185.50 
Hepmobile Cen 6 | Chain Aut-L | Aut-L Borg  Detr 3 — | Sal —isD Ross | S 53 —— Al-Z | 19x5.50 
Hupmobile Cen & | Chath Aut-L | Aut-L Borg | Detr 3 — } Sal | ——- | SD Ross | § 52% $— | Al-Z | 19x5.50 
Hupmebile C Chain Aut-L |*Aut-L Long | Detr 3 UnP | Own % | 436/58 D Roses| 8 34 | Own | Alem | 31x6.00 
Hupmobile Hand U (Chain Aut-L |*Aut-L Long | Detr 3 UnP | Own * | 407;};8D Ross | 857 | Own | Alem | 19x6.50 
Jordan St. Lime 8@ | Chain Aut-L |*Aut-L Long | War-G3_ Cle t Soa %| 49 |-H Gem | 8 55% | O-N | Alem 28x5.50 
Jordan Grt. Ninety & | Chain Aut-L |*Aut-L Long | War-G3 Cle | Col %| 425 |H Gem | & 55% | O-N | Alem | 30x6.00 
La Salle 340 | Chain Del-R | Del-R Own | Own 3 Spic | Own % | 454 | Own-M Own/| S58 | Own | Alem | 19x6.50 
| Chain Del-R | Del-R Own | Own 3 Spic | Tim F | 458 | Bendix Gem/| 8 60 | Own | Alem | 20x7.00 

Marmen Eight-69 | Diam Del-R |*Del-R Rock | War-G 3 Spic | Sal %/| 49 | Bendix Ross| 5S 56% | RubB | Al-Z | 29x5.50 
Marmon Eight-79 | Diam Del-R |*Del-R Rock | Detr 3 Spic | Sal % | 47 | Bendix Ross; S60 | Rub B | Al-Z | 31x6.00 
Marmon Big 8 | Diam Del-R |*Del-R Rock | War-G4 Spic | Sal % | 445 | Bendix Ross} S 60 Rub B | Al-Z | 31x6.50 
Marmon- Reoseveit | Diam Del-R |*Del-R Rock | War-G3 Spic | Sal % | 49 | Bendix Ross| S 54% | Tryon | Al-Z | 29x5.50 
Marquette 30 _ | Link Del-R | Del-R Borg | Mun 3 MM | Own % | 454/M Sag | 8 54% | Tryon | Al-Z | 28x5.25 
Nash Single Six | Cel Aut-L |*Aut-L Borg | Own 3 Fab | Own *%| 47 |SD Ross | 8 50% | Tryon | Alem A} 29x5.00 
Nash Twin Ig. 6 | Cel *Aut-L |*Aut-L Borg | Own 3 Own | Own % | 45 | Bendix Gem| 8S 54 | Own Bijur | 29x5.50 
Nash Twin Ig. $ | Diam ‘*Aut-L |*Aut-L Borg | Own 3 Own | Own 4 | 45 | Bendix Gem! 8S 56% | Own | Bijur i 31x6.50 
Oakland V-8 | Chain Del-R | Del-R Own | Own 3 MM | Own % | 442{|M Sag | S 54% | Tryon Al-Z 28x5.50 
Oldsmobile | Var Del-R | Del-R Borg | Mun3 UnP | Own % | 4.54 | Own Sag | S 54% | Tryon | Alem | 28x5.25 
Packard 726-733 | Chain NE |*Dyn Own | Own 4 MM | Own % | 438 Bendix Own} S56 | Own | Cen = |*20x6.00 
Packard 740-745 ; Chain NE |*Dyn Own | Own 4 MM | Own % | 438 | Bendix Own/| S62 /| Own Cen | 19x'7.00 
Peerless St. 8 | Link Aut-L | Aut-L Reck | War-G3 Spic | Sal % | 47 | Bendix Ross/| S 56% | Rub B | Alem | 29x5.50 | 
Peerless Master 8 } Link Aut-L |*Aut-L Rock | War-G4 Spic | Sal %/| 445 | Bendix Ross! S60 (| RubB Alem | 31x6,00 | 
Peerless Custom 8 | Link Aut-L |*Aut-L Rock | War-G 4 Spic | Sal % | 445 | Bendix Ross; S60 (| RubB | Alem 31x6.50 
Pierce-Arrow 132 | Chain Del-R | Del-R Long | Own 4 Spic | Own % | 4.58 | Bendix Gem] S 60 Faf Al-Z —-:19x6.50 
Pierce-Arrow 139 | Chain Del-R | Del-R Long | Own 4 Spic | Own % | 442 | Bendix Gem/| §S @a Faf Al-Z 18x7.00 
Pierce-Arrow 126 | Chain Del-R | Del-R Long | Own 4 Spic | Own % | 442 / Bendix Gem! S 60 Faf Al-Z 18x7.00 | 
Pierce-Arrow 125 | Chain Del-R | Del-R Long | Own 4 Spic | Own % | 4.08 | Bendix Gem| S60 | Faf Al-Z 18x7.00 | 
Ptymouth | Cel Del-R |*Del-R Rock Own 3 Own | Owns | 43 |H War | S 53% | Tryon | Al-Z 19x4.75 | 
Pontiac | Chain Del-R | Del-R Own | Own 3 MM | Own % | 442|M Sag | S 54 Tryon | Al-Z | 29x5.00 | 
Reo 15 l Link Del-R | Del-R Borg | War-G 3 Spic | Sal % | 445 :'#8 Ross | S 56% | Rub B Al-Z | 18x5.50 
Reo 26 | Chain Del-R | Del-R Russ | Own 3 Detr | Own % | 407 /H Ross | S55 | RubB Al-Z | -18x6.00 | 
Reo 25 | Chain Del-R | Del-R Long | Own 3 Detr | Own % | 442 | H Ross | S 55 Rub B Al-Z | 18x6.50 | 
Ruxton (Fr. Wh. Dr.)| Link Aut-L | Aut-L Long | Own 3 Own | Own | 425 | H Gem | S§ 55 Own | Alem §§ 31x6.00 | 
Studebaker Six | Whit Del-R |*Del-R Long | War-G 3 Spic | Own % | 4.78 | Bendix Ross| S 54 Tryon Alem 19x5.25 | 
Studebaker Dict. 6 | Whit Del-R | Del-R Long | War-G3 Spic | Own %/| 4.78 | Bendix Ross | § 54 Own Alem | 19x5.50 
Studebaker Dict. 8 | Var G Del-R | Del-R’ Long | War-G3 Spic | Own %; 5.11 | Bendix Ross | S 54 Own Alem —19x5.50 | 
Studebaker Com. 8 | Var G Del-R | Del-R' Long | War-G3 Spic | Own %| 4.7 Bendix Ross | S 54 Faf | Al-Z 19x5.50 
Studebaker Pres. 8 | Var G Del-R | Del-R Long | Own 3 Spic | Own % | 431 | Bendix Ross } S 60 Faf | Al-Z *20x6.00 
Stutz M | Link Del-R | Del-R_ _Borg | Detr 4 MM/Tim % | 45 |H Gem | 8S 62% | Own | Bijur | 32x7.00 
Viking Eight | Whit Del-R | Del-R Borg | Mun 3 MM | Own % | 4.63 | Bendix Sag | S58 | Tryon ! Alem 30x6.00 
Windsor 6-69 | Chain Aut-L |*Aut-L Borg | War-G3 MM/Col %| 49 | H Ross | S54 | O-N | Alem | 29x5.25 
Windsor 6-72 | Link Dei-R |*Del-R Borg | War-G3 MM Col %| 49 | H Ross| S54 | O-N | Alem | 209x550 
Windsor 6-77 | Link Del-R |*Del-R Borg | War-G 4 MM!|Col %/| 39 |H Ross | §S 54 O-N | Alem 29x5.50 
Windsor 8-85 | Link Del-R |*Del-R Borg War-G3 MM/Col %| 463/|H Ross| S 54 | Own Alem | 31x6.00 
Windsor 8-92 | Link Del-R |*Del-R Borg | War-G4 MM/|Col % | 39 |H Ross! S54 | Own Alem | 31x650 
Whippet 96 A | Chain ~ Aut-L |*Aut-L Borg | Own 3 MM | Own % | 4.55 |*Bendix Own/| S 49% | Tryon Alem | 19x4.75 
Whippet 98 A | Chain Aut-L |*Aut-L Rock | Own 3 MM | Own % | 4.55 |*Bendix Own | S 53 + Tryon | Alem 19x5.00 
Willys-Six 98 B | Chain Aut-L |*Aut-L Borg | Own 3 MM | Own % | 4.09 | Bendix Own | S 49% | Tryon | Alem 19x5.00 
Willys 8-80 | Chain Aut-L | Aut-L Borg | Own 3 MM | Own % | 44 | Bendix Ross/ S | Tryon | Alem | 19x5.50 
Willys-Knight 66 B | Chain NE |*NE Rock | Own 3 MM | Own % | 46 | Bendix Ross | S 57% | Own Bijur 19x6.00 
Willys-Knight 70 B | Link Aut-L ‘*Aut-L Rock | Own 3 MM | Own % | 4.89 |/*Bendix Own | S 53 | Tryon Alem | 19x5.50 
Willys-Knt,. 87 Chain Aut-L *Aut-L Rock | Own 3 MM |! Own % | 4.89 | Bendix Own S 53 Tryon | Alem | 19x5.55 
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Bus Field Activities 
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Trenton, N. J., June 30.—The Pub- 
lic Service Co-ordinated Transport 
will add ten buses to its line operat- 


ing between Camden ferries and | tofore. 


Pensauken. 


a Philadelphia trminus. 


Huntsville, Ala. June 30—Bus 


service has been established between | ice Co 
Huntsville and Decatur by way of by the order are those between Con- 


Five Burlington buses | 
of the company now making this 
city their terminal will be permitted 
to continue across Camden bridge to 





| without service of this kind here- 


| mission to suspend service on three 
bus lines now being operated at a 
loss has been granted the Indian- 
apolis & Southwestern Railroad 
Company by the State Public Serv- 
mmission. The lines affected 


; , ; ' ‘Trenton, N. J., June 30.—Admit- 
Madison, Greenbrier and other in- ting the failure of the unique fare 
tervening points that have been! system, a 10-cent cash fare or ten 

| tokens for 50 cents, which it put into | —The State Corporation Commission 


|nersville and Rushville, Connersville, ; port | 
| Shelbyville and Greensburg, 
Connersville and 


ost upwards of $5,000,000 in ad- 


and | dition to earning no return whatever 
the Ohio state | upon approximately $50,000,000 of its 


capital stock, all issued for value and 


Ric 


| approved by the board over a period 
|= six years. 


hmond, Va., June 30 (UTPS). 


| effect last January, the Public Service | has authorized the establishment of 
Co-ordinated Transport has asked|motor vehicle service by the New- 


for 25 cents. 


According to a state- 

ment made by Edmund W. Wake- | one 
lee, vice-president of the company, 
Public Service Co-ordinated Trans- 


and between 
ville. 


Indianapolis, Ind., June 30.—Per-|the board of public utility commis- | berry Bus Line between Bland and 
sioners to increase the fare of Public | Saltville, over route 42. The com- 
Service of New Jerseys transportation | mission’s order qualifies the grant 
subsidiary to a rate of four tokens|to the extent that there must be 
no local service between Bland and 


mile of Crabtree Store 


road Folk and Salt- 


wes) 














FOR EVERY 
NEED 


Continental motors 
are quality motors, 
built to exactness in 
the largest plants of 
the kind on earth 
» » » That is one 
reason why so many 
manufacturers who 
use gasoline power 
in their products 
specify Continental 
»» » Another reason 
is the saving of time, 
space and initial cost, 
yet maintaining a 
high standard of 
efficiency in their 
products whether 
automobiles, buses, 
trucks, tractors, air- 
planes or industrial 
power plants. 


CONTINENTAL MOTORS 
CORPORATION 


Offices: Detroit, Michigan, U. S. A. 
Factories: Detroit and Muskegom 


The Largest Exclusive Motor 
Manufacturer in the World 


atuttirs Y/ 
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[ontinental 


Motors 
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gshops through its jobber mem- 
bership, as a part of the N.S. 


MERCHANDISING 


ACCESSORIES 
EQUIPMENT 


WHOLESALE 


DISTRIBUTION 
SHOP EQUIPMENT 


REPLACEMENTS 











N.S. P. A. Opens Campaign to Aid Independent Shops 


eee 


Plan Developed by F | 
S. Durham ffers 
Monthly Advertis- 
ing Aids to Repair 
and Service Stations 
Through Jobber 
Memberships. 

ETROIT, June 30. — The | 
National Standard Parts | 

Association is offering a se- 

ries of monthly advertising 

aids to the independent repair 





P. A. advertising service plan, 


which has just been launched. 
"Ff. S. Durham, of the Bonney 
Forge and Tool Works, chairman 
of the advertising and publicity 
committee of the , &. 2 Be 
which developed the plan, says, 

“I am firmly convinced that the 

N. S. P. A. advertising service plan 

will benefit the independent repair 

shops tremendously by promoting 

their seasonable business, estab- 

lishing contact with their cus- 

tomers and elevating their stand- 

ing in the trade. This service 

takes into consideration the fact 

that the average repair shop is 

not equipped to create the type 

of advertising aids that have 

proved so effective in attracting 

additional business to those shops 

who use them consistently.” — 

The success of this service hinges 
almost entirely upon the jobber and 
his salesmen who are being de- 
pended upon to make the original 
presentation to their customers and 
afterward to follow up its applica- 
tion each month as the individual 
units of the service are mailed to 
the subscribers from N. S. P. A. 
headquarters in Detroit. 

Presenting the plan to indepen- 
dent shops, the jobber’s salesmen 
will offer a choice of two adver- 
tising services. These are identical 
with the exception of the_authori- 
zation sign which, under Service A 
at $15, is an illuminated, two-sided, 
suspended canopy sign, and under 
Service B at $7.50, is a flat wall 
sign. Both signs are finished in an 
effective combination of red, white 
and black, designed for attachment 
to the exterior of the authorized 
shop. 

An important feature of both 
signs is a series of twelve change- 
able strips, each featuring an in- 
dividual service operation, with 
“logans such as, “Stop That Shim- 
my and Save Your Tires,” “Are You 
Ready for Winter Driving?” etc 
Provision for the display of these 
changeable strips is made at the 
bottom of each sign. The copy on 
them has been written with the 
idea of attracting seasonable busi- 
ness throughout the year. 

For the office of the shop, the 
service provides an _ authorization 
certificate signed by the N. S. P. A. 
jobber through whom the service 
is supplied. 

For the interior of the shop itself, 
a metal sign is included, indicating 
that replacement parts, manufac- 
tured by members of the National 
Standard Parts Association, are 


A quantity of stickers, featuring 
the authorization sign and an elec- 
trotype, carrying the wording, “Au- 
thorized N. S. P. A. Repair Station,” 
for use on the subscriber's letter- 
heads, are included. 

In addition each month the au- 

thorized shop will receive from 
N. S. P. A. headquarters in De- 
troit a package containing one 
newspaper advertisement mat, one 

postcard cut and one specimen 
letter, all promoting the particular 
service operation to be featured 
that month. 

At the same time that this mail- 
ing is made to the subscriber the 








DEVELOPES PLAN 











F. S. DURHAM 





local jobber, through whom the 
service is supplied, will receive a let- 
ter suggesting that his salesman 
who took the order for the service 
call on the subscribing shop and 
urge the judicious use of these ad- 
vertising aids. 

The committee decided on the 
monthly mailing of the service 
rather than a bulk mailing, so as to 
provide a constant reminder for the 
shop owner. 

m the standpoint of the job- 
ber through whom the service is 
supplied the featuring of an in- 
dividual operation each month 
provides an opportunity for his 
salesman to suggest the possible 
need for shop equipment, parts 
and materials necessary to handle 
the type of work being promoted. 
An interesting comment on the 

plan comes from the jobber presi- 
dent of the association, R. A. Hiken, 
of Motive Parts Company of Amer- 
ica, Inc., Chicago, who declared af- 
ter reviewing it: “To me this plan 
represents our second major step in 
assisting the man who repairs auto- 
mobiles (our first step was the edu- 
cational campaign so capably carried 
on by our own Tom Duggan). I hope 
that everyone is as anxious as I am 
to receive the prospectus and service 
application blanks and to get this 
thing under way. This plan was 
built for us jobbers—let’s all get be- 
hind it.” 

From the manufacturer vice- 
president of the association, C. M. 
Burgess of the Burgess-Norton 
Manufacturing Company, Geneva, 
T., comes the statement that, “the 
smart jobber will at once see the 
opportunity in this plan to assist 
the repairman in his merchandis- 
ing efforts to sell more and better 
service. 

“By this time next year, there will 
be 20,000 authorized N. S. P. A. ser- 
vice stations displayire the official 
insignia and reaping the benefits of 
the monthly advertising service sup- 
plied to them through the co-opera- 
tion of N. S. P. A. jobbers.” 


MAGNETO SERVICE COMPANY 
FORMED IN SPOKANE, WASH. 
Spokane, Wash., June 30—T. C. 

Seyl has formed the Magneto and 

Electric Service Company. He was 

form@erly one of the owners of the 

Automotive Electric Company here. 

The new company has taken on 

both Delco-Remy and Auto-Lite 

lines, as well as Bosch magnetos. 


PLAN 700-CAR GARAGE 
Newark, N. J., June 30. — The 
board of adjustment has granted 
the City Center Corporation per- 
mission to convert the basement of 
Center Market into a 700-car garage. 
Fred Herrigel, Jr.. who appeared for 
the corporation, which has a fifty- 
year lease from the city on the 
building, said alterations on the 

basement would begin at once. 





Take The Stings 


Squeaky and hard riding springs 
are caused by rust from exposure 
of the vital parts. Fabric Spring 
Covers protect the vitals of springs 
from this deterioration. Made of 
one piece material and easy to fit. 
Ask your jobber or write us today. 
THE JEAVONS COMPANY 
FREMONT - - - - - OHIO 





Protect Those Springs Where They 








Oldest Mfrs. of Spring Covers 

















Editor's 


Column 








ARRANGEMENTS for the an- 
nual M. E. A. show and con- 
vention which is to be held in 
Cleveland this year from Novem- 
ber 10 to 14 inclusive, has been 
receiving particular attention dur- 
ing the past month. Long recog- 
nized as a strong trade show be- 
cause of the active interest of both 
manufacturer and jobber mem- 
bers, the exhibition this year 
promises to offer advantages 
which those of former years could 
not provide. 

For the first time in the associa- 
tion’s history the show is to be held 
away from Chicago. Growth of 
trade interest in the show has in- 
dicated for several years that the 
Chicago Coliseum was too small and 
lacked the more modern facilities 
for housing an exhibition which has 
reached its size and scope. 

Cleveland, centrally located and 
easy of access from all parts of the 
country, and its public auditorium 
offer show and convention facilities 
which are hard to beat, and the 
action of association authorities in 
selecting this site has met with gen- 
eral approval. The Public Audi- 
torium, with its vast areas of floor 
space, will permit staging the en- 
tire exhibit on one floor level and 
provides, at the same time, ample 
room and modern surrounding for 
holding all convention sessions and 
committee meetings. 

The ability to hold all business 
sessions, both general and group, 
under the same roof with the show 
will be a convenience to delegates 
and executives that should mean 
much in time saved and business 
conducted. 

Plans now call for utilizing 150,- 
000 square feet or more of floor 
space in the building for show pur- 
poses. This means that the arena 
and the auditorium’s west wing, as 
well as the arcade connecting the 
two, will be devoted to exhibits of 
all members. This layout offers the 
advantage of providing all exhibi- 
tors with practically equally valu- 
able locations, and all on one 
ground level, so that those in at- 
tendance, will encounter no diffi- 
culty in viewing the entire show. 

The value of this annual M. E., A. 
exhibit in concentrating selling ef- 
fort is being recognized more and 
more by manufacturers; and its 
educational benefits are being 
recognized by the trade to a greater 
degree. The show affords both job- 
ber and manufacturer executives an 
excellent opportunity to develop and 
maintain the personal relationships 
which are so valuable in the con- 
duct of business. 


HE cooperative shop equipment 
clinic sponsored by three 
automotive jobbers in Pittsburgh 





was highly successful, according to 
reports. 

This clinic was operated for four, 
days and the attendance record! 
shows that approximately 250 deal- | 
ers attended on each of the first 
two days and 550 on each of the’ 


two last days, making a total of | unit erected will consist of a mod- | excess of 2,000 workers. 


1,600 dealers in attendance at the 
clinic. 

It was like the clinic held in 
Philadelphia, well advertised. A 
broadside on a five and one-half by 
seven inch card was sent to all 
dealers in the Pittsburgh area, a 
large number of stickers were used 
on jobber stationery advertising the 
show and 15,000 admission tickets 
were distributed both by mail and 
by the jobbers’ salesmen. The pub- 
licity was well handled and accounts 
for the attendance brought to this 
show. 

These cooperative clinics are ex- 
tremely valuable and economical to 
operate, and they will become more 
productive if the various shop 
equipment groups will attempt to 
organize cooperative clinics of this 
type rather than to hold a large 
number of small individual clinics. 


N ordinance which requires 

that all service stations must 
be artistic in construction and 
providing for other features of 
regulation has - received inital 
approval of the city council at 
Berkeley, Cal, and seems cer- 
tain of adoption. 


Among other things the new 
ordinance prohibits super-service 
stations in residential districts; 


owners must present sketches of 
proposed stations at the time per- 
mit to build is asked, and there are 





provisions as to the cleanliness and 
tidiness of stations already in oper- 
ation. 

As explained by the city attorney, 
the ordinance is not designed to 
legislate against any particular type 
of construction, but promoters and 
builders must submit plans which 
show that the proposed station will 
be attractive, not an eyesore. There 
is no attempt to legislate against 
steel buildings, but the plain, box- 
like “filling station” will be fronwed 
on, it is explained. 


JOBBING CONDITIONS 
SLOW IN MONTREAL 


» ¢ 

Montreal, June 30.—The market 
at present for motor accessories ap- 
pears to be for seat covers, foot 
accelerators, etc. And, odd to re- 
late, fancy goods, ornaments and 
such like are selling remarkably 
well in the face of poor business 
conditions, jobbers report. 

Equipment parts show a steady 
demand, and the trade, all things 
considered, is fair in both the city 
and country districts. Of course, the 
motor accessory lines are suffering 
these days along with the depress- 
ing effects of trade, dealers givin 
as their opinion that the deman 
on the part of the public is as much 
as 10 to 15 per cent. under that of 
the same period in 1929. Whether 
the latter part of the summer will 
show an improvement remains to 
be seen. A _ steady, if curtailed, 
business is looked for throughout 
July and August, especially for those 
articles classed more or less as 
“necessities” in the trade. 

The most optimistic jobber could 
not class the present situation of 
“collections” as anything but poor, 
which, of course, is* not surprising 
with general market’ conditions 
such as they are. But, as to this, 
the situation should improve some- 
what from week to week. 


WARNER GEAR TO ERECT 
PLANT AT MUNCIE, IND. 


Chicago, June 30.—The Warner 
Gear Company, Muncie, Ind., sub- 
sidiary of the Borg-Warner Cor- 
poration, has acquired a_ seventy- 
five-acre tract adjoining the city of 
Muncie and has begun construc- 
tion of a new plant on the site, 
which, with equipment, will cost 
approximately $2,000,000. It is ex- 
pected that the plant will be in op- 
eration by August 15. 

A new contract, requiring produc- 
tion of 2,000 transmissions per day, 
has recently been obtained, accord- 
ing to C. S. Davis, Borg-Warner 
president. “Additional production 
capacity is required to fill this con- 
tract as the present faciilties of 


Warner Gear are insufficient to 
handle the added volume,” Mr. 
Davis said. 


The new plant will employ be- 
tween 500 and 600 men. The first 








GREATER KANSAS CITY 
A. T. A. HEARS TALKS 
ON SAFETY CAMPAIGNS 


ANSAS CITY, July 30—Plans 

for extended efforts to inter- 
est car owners in better main- 
tenance practices were discussed 
by members of the Greater Kan., 
sas City Automobile Trades As~+ 
sociation at an _ enthusiastic 
meeting held in the La Salle 

Hotel recently. } 

An attendance of 200 was present 
representing all types of automotive 
retailers in Kansas City and vicinity, 
including Kansas City, Kan. The 
principal objective of the association 
is to promote better car mainte- 
nance. 

B. W. Ruark, sales development 
manager for the Motor and Equip- 
ment Association, outlined the de- 
velopment of the car maintenancé 
business into its present position as 
the leading function in the automo- 
tive industry. He explained to the 
dealers the development of the M. E. 
A. “Care Will Save Your Car” cam- 
paign, pointing out how this wide- 
spread co-operative movement is 
definitely interesting car owners in 
better maintenance and building up 
od hem g of dealers adopting the 

NM as a means of 
customers, J reaching their 

“Better Brakes” campai n 
to be launched by the manos City 
Association was fully discussed by 
—— and the national move- 

was recognized as 

oe iota” —* 

. C. Lynch of the Kansas Cit 
Safety Council, who participated in 
the recent National Conference on 
Street and Highway Safety at 
Washington addressed the members 
on their coming “Better Brakes” 
campaign as did Captain Reynolds 
of the Kansas City police depart- 
ment. Members also heard a re- 
pore on the result of their head- 
ights campaign. 

The following jobber members 
were represented at the meeting, all 
pledging to put forth their best 
efforts to aid the M. E. A. move- 
ment in their territory: The Equip- 
ment Company, the Faeth Com- 
pany, Kansas City Automobile Sup- 
ply Company, Peake Auto Supply 
Company, Richards & Conover- 
Hardware Comany, Stowe Hardware 
& Supply Company. 


OPENS FOURTH STATION 

Oswego, N. Y. June 30.—The Mc- 
Cormack Oil Company, distributor 
of Sunoco products in this city, has 
recently opened its fourth service 
Station here. The new station 
located at 301 W. First St., is a 
neat afafir in its coat of white 
with blue trim. The new station 
will be the main office of the firm 
in Oswego. e 


ern fireproof machine shop and 
power plant. The Warner Gear 
Company has added a new unit to 
its plant in every year since 1926. 
At present the company employs in 


Weekly Letters to Trade 
Brings Results for Jobber 


BRIDGEPORT, Conn., June 30. 
—Post & Lester, automotive 
jobbing firm of 532 Fairfield Ave., 
this city, reports gratifying results 
from special letters mailed week- 
ly to dealers calling attention to 
some particular item carried by 

the concern, according to R. R. 

Hussey, one of the owners. In 
operation but two months, this 
plan has already more than just- 
fied itself, Mr. Hussey says, and 

increasingly good results § are 

looked for. , 

The letters are mimeographed on 
a special letterhead, which resem- 
bles the firm’s regular 
except that a column down on side 
lists the names of manufacturers 
whose products are carried by Post 
& Lester. Even if the week’s special 
fails to interest the dealer, he may 
be reminded of some need through 
noticing the names in this column, 
Mr. Hussey says. 

Each letter is devoted exclusively 
to a single part or accessory. The 
particular product dealt with is an- 


stationery | 


| 


lcently, Post & Lester devoted 





alyzed for sales possibilities and ya- 
rious ways of displaying it are sug- 
gested. By concentrating on a single 
item the attention of the dealer is 
not distracted. 

Timeliness is a feature which 
lends attractiveness to tne plan. 
When the new Connecticut law re- 
quiring certain~types of reflectors 
on mctor trucks went into effect re- 
its 
weekly dealer bulletin to a discus- 
sion of the measure. A copy of the 
law was included in the letter, with 
illustrations of the various reflectors 
required. The Post & Lester line of 
reflectors designed to meet condi- 
tions of the law was fully described. 

A different type of letter is sent 
occasionally to fleet owners and 
other commercial accounts, these 
naturally requiring an approach ya- 
rying considerably from that em- 
ployed with dealers. In the case of 
the truck reflector law change, g 
brisk turnover resulted in this di- 
vision. 
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Motor Stocks ‘Hit New Low Levels During 
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REAL RECOVERY Motor Wheel . 28% 22 — 6% stock of 4,431,575 shares. The total | suits, but present indications are 


M / ae Z ‘ 
urray Corp . 22% 13%, a” book value per share as of May 31 | that resumption Of Ford operations 
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| STOC [RRORE sbivecscs 23% 146 — was in excess of $23. In other / will be 
SEEN FOR F ALL KP RI CE AVERAGES | Stewart-Warner 29% 20 — 9%| words, Chrysler stock is now selling gursentiy provaitinn Whe teed a 
Net || Timken Roller. 74 61 —13  |for within about $2 of i ine | ‘ ~ eg 
F t $2 of its book |derstanding is that the volume of 
| 60 Automotives ‘ma ore ig | Firestone ew 21 2% — owe ee Ford orders has shown sur- 
i 20 Passenger cars... 25.87 25.71 16 ||Goodrich ry = ; risingly little variation all year in 
Price Averages Con-|| 22 Accessories 28.36 27.69 ‘61 | eendeens aes bo 2 = —n OTHER FINANCIAL NEWS the face of the increase in produc- 
10 Trucks 16.38 17.254 (87 of eg = are 34— 1% MURRAY CORPORATION Current assets amount to $9,339,- 
eeee & 21 2—10% | Earnings of Murray Corporation |900, against current liabilities of 


$1,500,000, or a working capital ratio 


tinue to Fall; Bot- 
of better than six to one. The book 


ACTIVE STOCKS 
;Of America for the second quarter 


tom Is Near ae Be 25%. CHRYSLER IMPROVES | have heen at a rate far i excess of 


value of the 762,342 shares of com- 





a 13% 13 Ve 
ectr Auto-L My 57% 
NEW YORK, June 30.—Auto- || Mack Pree sae ITS CASH POSITI 193, and after probable establish- | mon stock on May 31 was in excess 
ee ae ae ee Ih Geodeenr .:,..:, b+ ell ON ment of some special reserves on |°f $33 a share as compared with the 
June 30 will be ahead of that fig- | market price of $14. 














of Jun 1 
¢ explored new. low levels, New York, June 30.—As of May/ure. All of the various units—body SCHULER AXLE SALES 
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each week uncovering new low | Yellow T & C 275% 251%4— 2% | 31, 1930, the Chrysler Corporati b 
. y 4 , , on 

iaeete Dee Oe year = pocorn | | SOCSSSORIES — EQUIPMENT | had sd yoy marketable ay fae B eae iiasores, tien’ FOR 5 MONTHS GOOD 
a eee 5 29 —14%% | Securities totaling 173,421, an in- | —have i wk ink 4 
pwd gig — — = oo | Bohn Al & Br 56 30'4—251, | crease of $11,465,875, compared with | the Secu dear at ae oF the Gchles ant bb Moh gg ret 
Slovdeaher: e stock marcets las lp - hlene - 36% 24%4—12% | the’ December 31, 1929, figure of|severe depression in certain sec- facturer 7 trae ae yo 
It appears that the automotives Ez. G Budd oe 3 r . — 6% forgery jan was in spite of the | tions of the automobile industry. similar ontes "Sr ae ie te 
now are establishing the low price | Continental Mt. 3% i ‘* | oa m4 Pg “se on BD mig Fr PAP — — the a motive field, reported that its sales 
le vel from which the upward trend | Baton. Axle . 2914 ‘21 t —,8% was fa Reig | ” Lt eg relatively the best showiks Necaues i cee Gooreay ef ban Se 

, “ 4 ge —34% | Dodge debentures, . 

Seeeeeey, otter it fre. will, on- | Houdaille- Her. . 18% 9%— 8% | due May 1, of $1,475,340 and sinking Saatases whlels 1¢ lene wea pte +4 pen vs which was decidedly encoure 
the Bs ses will ohn all gs bot ene, are ‘ 35% 27 — 8% |fund on the debentures of $500,000| The outlook for the third quarter, wes b ; ir ke bee oS 
time ge it is difficult ‘to ay | Seeriee Rock .. 40'% 31_ — 9% | made a total of $5,301,140. of course, depends largely upon the | local f at t J Re i 
aera cae cute one i. fe and Steel.. 36 24%—11%% | Chrysler Corporation cash and | trend of Ford operations. The fort- | has been vs nes a Fy 
, p only 0 roup |Moto Meter ... 6% 3%— 2% |marketable securities volume totals | night Ford shutdown fri ] A Ceres at Sheu 
of automotive stocks advanced, the |Motor Products 58 39 —19 ($11.31 a share on the outstandi n irom July 11) cent. of capacity, the drop forging 
trucks gaining 87 of a point after Es = Standing ‘will not naturally affect July re- | department being especially busy. 
declining three consecutive weeks. : si iar alae ea ate eens 
The average price of the sixty 
representative automotive stocks | 
fell off .24 of a point to a new low | 
for the year of 26.03. The decline, | 
however, was not as sharp as in the | 
receding week, when the drop was | 

.78 points. It was the smallest de- 
cline made in any week during the | 
month. 

Evidence that the current busi- | 
ness depression has run its course | 
and that the upward sweep is near | 
at hand continues to pile up, with a | 
definite upturn in business being | 
foreeast for the fall. 

| Although none had expected the | 
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usual spring business in motor | 
cars, and the stock markets ap- | 
parently had long before dis- 
counted these expectations, motor 
stocks continued to sell off dur- i , ’ 
ing June. And this decline was | f 49 ys Fa . 
attributed to the failure of the / ; a . i ceeninet, ceienoteneees 
spring business to reach its cus- P : *. 
tomary levels. This falling off 
only served to place the motor 

in more attractive buying 
levels and gave thousands of in- 
vestors opportunities to purchase 
high grade common stocks in the 
oe ae at bargain prices. 

Chairman Reynolds of the Con- 
tinental Illinois Bank and _ Trust 
Company. a well-known business 
prop et, has this to say regarding | 
he outlook :— 

“We will unquestionably have the 
usua] fall upturn in business this 
year, but further than that, until 
several important factors in the 
! situation, such as crops and inter- 
nationa] relationships, become more 

clearly defined, it is practically im- 

ible to predict the course of 
usiness volume and profits in the 
second half. In forty-three years 
of banking experience my observa- 
tion has been that under conditions 
similar to the present the turn has 
come much more rapidly than any- 
body believed it would, and in such 
a way that even the greatest finan- 
ciers could not tell at the time just 
what caused it. Good crops and 
bare shelves are two positive factors 
in the situation that will exert their 
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- Have You a little Chemist 


in your Crankease? 


influence as soon as the unfavorable 
factors show they have really turned 
for the better.” 

Following are the movements of 
the average prices of the various 
reups of stocks in the month of 








Actually that’s what VISCO-METER is! A 
sturdy mechanical chemist that analyzes 
the motor oil continuously and keeps the 
motorist posted as to its exact condition. 


oil for his particular 
motor and get the great- 
est possible mileage out 
of it safely. In addition, 
it shows up clogged hu- 





une: 
Net lisco- j iob hoe 
an May 31 June 28 Chg. —_ Meter is always on the job whenever bricating systems, leaks 
utomotives .. 34. 03— 8. the motors running. and faulty oil pumps... 
20 Accessories |... 3843 2769-10-14 M mae At last, an end to guess. 
10 Rubbers ...... 38.67 32.17— 6.50 m easures Viscosity, Not Pressure work! 
Viseo-Meter is in step 


10: Trucks 23.28 17.25— 6.03 | 
Following are shown the move- | 
ment of the leading automotive 


with the bread educa- 
tional werk which aims 


Visco-Meter is not a pressure gauge nor a vol- 
ume indicator, but an accurate instrument 


Easily (And Profitably!) Installed 


It's simple to equip a car with Visco-Meter— 












y stoeks during the month of June:— t : . 
PASSENGER CARS wth my CppeM ere wr. which shows (at the moment of observation) ; : - 
| Net | ee sane et ene the “body” or viscosity of the oil. ‘That's what completely illustrated instructions supplied for 
ec May 31 June mo es. efforts of oil companies the motorist needs most of all to know—but each make of auto. This rugged device re- 
—_ :. > 36% 25% —11 % | -_ manufacturers ofoil the ordinary pressure gauge fails to tell him quires no servicing, and knows no “comebacks” 
eae 3% 241 | then, , Risilions ond _.. Oil too thin? Oil too thick? It takes  °+: Lhe attractive dial can be attached in place 
| Tae 4% 2%— 142 | ther lubricating de Vio M ee te a ae ; of the present pressure gauge, on the steerin ‘y 
Waeeeet Motors 51 oa | vices, Viseo-Meter joins '8¢0-Meter to signal the condition, and a P Bauge, | 
ee es Go forces. May the care of timely warning. column or separately on the instrument boar 
Hudson :. 43, 29% —14% | shan: Sete eee eels ... Send coupon for full particulars. Visco-Meter 
Hupp ...------ 18% 13%4— S/s | smoother and farther ! It enables the motorist to select the correct Corporation, 310 Grote Street, Buffalo, N. Y. 
Marmon ...... 20 8'2—11% 
Moon ......... 10% ae 344 | Ch 
ee 41% 32%— 8 
NS oe 17% 13 4'% he) 
ETE 3 5 — 35 
a 11% 87,— 21, 
Suutebaker re 36% 254,—10%6 | , 
ys-Overland 73, 5%— 154 | ° , a 
proc ee UC® AND TAXICABS eg Takes the Guesswork out of Motor Lubrication 
a Ore lg — & | Meecececcccccebcesccceccccccsecescecscosesoses nbdndbacibahnasibialiasneabibbsthnacnsesdnernctacasnecectonncts eqnevecesesococe 
P oer Be'ens es ? 721% Viseo-Meter Corp., 310 Grote Street, Buffalo, N, Y. : 
k ree 10% 51% —18% | Gentlemen:—Please send me complete information on the VISCO-METER. 
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Problems of Merchandisin 
And Advertising Steel 


An address presented at the 
midsummer meeting of the Steel 
Founders’ Society of America at 
White Sulphur Springs, W. Va., 
recently. Mr. Wensley is an ad- 
vertising man, with practical sea- 
soned merchandising and engi- 
neering experience. Formerly an 
assistant consulting mining engi- 
neer, he has for the past ten years 
served as advertising counsel to 
several prominent companies in 
the steel foundry industry and is 
now president of G. M. Basford 
Company, New York, one of the 
largest concerns specializing in in- 
@-srial advertising. 

This address has appeared se- 
rially in Automotive Daily News. 

By ROGER L. WENSLEY 


As one prominent manufacturer 
so graphically puts the situation: 

“There are too many manufactur- 
ers in this country in many lines of 
business who are running amuck. 
They are like people who attempt to 
drive high-powered cars along the 
crowded thoroughfares of business 
without sufficient instruction in 
driving. He who tries to set his 
selling prices without adequate and 
complete cost data is like the un- 


instructed driver of a sixteen cylinder | 


car. When he runs amuck, the 
danger to himself may be great, but 
the danger to the skilled drivers, 
and to every one who passes along 
the tnusiness highway, is much great- 
er. It is possible that a whole in- 
dustry may become impoverished 
and made sick by the man who cuts 


prices in ignorance of his own 
The days have long passed when 
competition meant, figuratively, 


mortal combat with bowie knives 
fm a dark room. In this day and 
age, business men, statesmen and 

momists all recognize the prin- 
ciple that our national prosperity 
cannot be based on the principles of 
jungle competition and fighting in 
he dark. 

The deason for existence of any 
business, the only excuse a man has 
to employ labor and capital, is to 
produce something of real value, to 
pay wages to employees, and to pro- 
duce a profit for his stockholders. 
Profit never results from price wars 


earried on in the dark by people 
ignorant of their own costs. 
Some day the ignorant price 


cutter, who does business at a loss, 


will be considered an economic 
criminal. 

Research Will Point to Product 
’ a. Improvement 


eit apart from correcting the un- 
fortunate conditions confronting the 
industry there is the problem of ex- 
tending existing markets. The 
starting point of these activities is 
research. Other branches of the 
steel industry have been aggressively 
pushing metallurgical 
until never before in the history of 
eteel has there been the restless ex- 

rimentiyg that is taking place to- 
iy. and by the same token never 
have new developments appeared 
fin such quick succession. These 
things have been necessary to keep 
abreast of the insatiable demands of 

dustry for new and better ma- 

rials. Here is one road to the 
extension of the market for steel 
castings and the recapture of busi- 
ness that has drifted to other forms 
of stee!. 

Aggressive development and 
metallurgical research to improve 
the product of the steel casting in- 
dustry is an essential part of a mer- 
echandising program. To effect a 
change in the attitude of industry 
toward cast steel, there must be a 
thorough foundation; in fact, a 
foundation of better castings and 
castings particularly . suited by 

“cial composition to meet unusual 

ditions of service. A new era in 
steel is here and the steel foundry 
fndustry must not be caught lagging. 


New processes, ranging from the 
first handling of ore to the final 
rocessing oi sheet or tube, are 


eeping the steel industry on tip- 
toe, forcing even the old and well- 
established departments of steel to 
discover short-cuts and develop new 
methods. 

‘The mechanical puddling of 
Wivught iron is new an established 
Y’act. Centrifugal casting of ingots 
will eventually eliminate ingot 
melds, soaking pits and blooming 
mills, delivering billets to the roll- 
ing mills direct from the ladle. 
sheet mill practice, which experi- 
enced no major improvement in 
£50 years, has been revolutionized 


° 


| Castings 


}ing to the buyer’s profit, but not! 
| to their own. While the situation in 


the steel casting industry is radi- | 


lin the past three years by such/| cally different in detail, neverthe- | 


;cuts as 


\furnaces and continuous rolling. 


The fast electrical welding of tubes | 


;}and pipe, as well as the practically 


Ycontinuous methods developed for 


| Seamless tube manufacture seem to 
| Spell the doom of the old fashioned 
| method of pipe production. 

| New materials have been com- 
}ing almost as rapidly as new proc- 
jesses. The Nirosta stainless steels 
|and Nitralloy come under this head. 
As Mr. Jeffries pointed out in the 
|Howe Memorial lecture before the 
| American Institute of Mining and 
| Metallurgical Engineers, many of 
| these new steels are the result of 
|the accumulated effect of research 
|carried out over a long period of 
| time. * As indicative of this develop- 
'ment in the steel industry it is in- 
| teresting to note that in 1909 in 
ithe United States only one ton of 


alloy steel was made for every 131.6 | 


| tons of total steel, whereas in 1928, 
there was one ton of alloy steel 
| produced for each sixteen tons to- 
'tal. To keep abreast of this grow- 
ing use of alloys, research and de- 
‘velopment in the steel castings 
|industry must be pursued vigor- 
| ously. 
“Trading Up” Is Needed in the Steel 
Castings Industry 

Other industries have faced a 
|situation where the product has 
been unappreciated and where the 
industry in general has _ suffered 
seriously from the inroads of com- 


|peting materials. One outstanding | 


example is the tub silk industry. 
In the course of years this industry 
had become debased. The “trading 
down” practice of producers of tub 
| silk, the cutting down of construc- 
|tion and quality of raw material, 
|the printing of colors that would 
{suffer in the Jaundry, the unattrac- 
‘tiveness of patterns and the visible 
|falling off in consumer popularity 
| of this type of wash silk were all the 
| direct results of the constant beat- 
jing down ,of price levels. A 
| mittee of the Silk Association of 
| America took the situation in hand. 
| Experiments were conducted through 
recognized textile laboratories, and 
minimum standards of construction 
| were agreed upon by retailers, fab- 
ric producers, dyers and finishers 
and producers of spun silk yarns. 
It would be superfluous to review 
the various details of the merchan- 
dising plan. Briefly, 


continuous normalizing | less, the same principles apply. 


Life the Steel Casting Out of the | 
Category of the Basic Commodity | 


|do untold damage. By combining | 
| these two thoughts and selling them | 
| jointly to the trade, S. K. F. lessened | 
| the effect of price competition and | 
| strengthened its position. Had 
|S. K. F. followed the more common | 
way, and cut prices, the whole in-| 
dustry would soon have been operat- | 





Meet the Chief Engineers 


T° acquaint its readers with the important, but unsung, members 

of the automotive fraternity—the engineers who design and build 
the nation’s cars—Automotive Daily News is publishing a series of 
brief biographies of the chief engineers of companies producing auto- 
mobiles, automotive equipment, parts and accessories. These biog - 
raphies will cover the training and experience of leading engineers 


and their outstanding contributions to the progress of our industry. 
“organization as director of en-| 
gineering on May 12, 1925, and is} 

















A com- | 


Lift the steel casting out of the 


| category of a basic commodity. 
| Carry it into the field of the 
| Specialty. Basic commodities are 


|; bought and sold on a price basis. 
| The modern steel casting is an en- 
| gineered product involving service. 
In soliciting inquiries, carry steel 
castings beyond a mere price con- 
sideration to the higher levels, where 
the customer relies upon your abil- 


willing to let you supply his require- 
ments at a figure that will net your 
company a reasonable profit. 

A “trading up” program, as it 

commonly called, should start with 
| technical research and metallurgical 
| and product development and carry 
through to a co-operative presenta- 
tion of these improvements in steel 
foundry practice and what they 
mean to the buyer of castings. Your 
| co-operative organization has made 
a vigorous attack upon the prob- 
lems of the industry as a whole and 
is showing definite progress. The 
'“trading up” program is an activity 
which it can properly foster, be- 
| Cause only by a co-operative effort 
| can a better regard for steel cast- 
ings be built up in the mind of the 
buyer. Only by a co-operative effort 
|can the industry attain the general 
| position of regard to which the 
;achievements of its progressive 
| members entitle it. 
But the “trading up” of steel cast- 
| ings is a long-pull job, not to be 
accomplished in a few months. So. 
too, are the results to be expected 
| from a program of research and 
product development. 

There are, however, immediate 
possibilities of extending the market 

or steel castings. How can this be 
done? Where is the increased busi- 
ness coming from aside from the 
normal growth of the country’s in- 
dustries? 

The “fringe market” is one source 
of new business. There are cer- 
tain acknowledged uses for cast 
Steel, where cast steel is  pre- 
eminent and does not suffer from 
competition with other forms of 
metal. Conversely there are uses 
for which welded, pressed metal 
and similar competitors of cast 
steel are best suited. Passing from 


| 
| 
| 








the zone in’ which cast steel] is su- 


an official} preme to the zone where competi- 


ity, integrity and honesty, and is| 


identification tag was established, | tive classes of material flourish, we 
| which was given to the producers of|go through a “no man’s _ land,” 
ithe fabric, whose goods passed the | where there is no decisive choice 


| these tags and a consumer acquaint- | 
lance was created, with the result 
| that buyers were willing to pay 4} 
|price of from 5 to 7% cents a yard i- 


programs | 


committee's tests. 


tablished the trade name carried on | 


higher for merchandise that bore | 
the committee tags. Today, due to 
a better product intelligently mer- 
chandised, the industry is definitely 
on the road to prosperity. Here is 
what one association has been able 
to do with an industry that was suf- | 
fering from debasement of its_ 
products and intense price competi- | 
tion: | 

The same principle of “trading | 
up” has been employed very profit- | 
ably where no debasement of the} 
product has been involved. | 

S. K. F. Industries, one of the)! 
world’s largest manufacturers of 
anti-friction bearings, has always 
made a fetish of high quality. But 
maintaining an uncompromising at- 
titude toward quality is expensive, | 
as many can testify. Consequently, | 
S. K. F. was compelled to charge 
more for its product. Not so much 
more that it was hopelessly out of 
the running, but enough to handi- 
cap it. 

After careful deliberation and in- 
vestigation as to the soundness ol 
the proposal it was decided to make 
an advantage of a competitive 
weakness and sell S. K. F. as “the 
highest priced bearing in the world.” | 
Advertising “traded up” the S. K. F. 


bearing, and because in so many} 
things price has become our meas- | 
ure of quality, S. F. quality 
gained a widespread acceptance 


among manufacturers. This “trad- 
ing-up” of S. K. F. gave the manu- 
facturers using S. K. F. bearings in 
their machinery an opportunity to! 
say to their trade that in the bear- 
ings, those vital machine parts, no 
expense had been spared to supply | 
the finest in the world. Along with} 
the idea of high price S. K. F. also 
emphasized the importance of a 
bearing and the costliness of skimp- | 
ing where a cheap bearing might 


Advertising es- | 


of product form. Here lies the 
“fringe market.” Here is one place 
where the use of steel castings can 
be exploited profitably. 


From your own experience zach 


— 





HIGH-SPEED CATHODE RAY oscillograph used for photographically 
that occurred in one-millionth of a second. This device has aided greatly in developing new 
electrode alloy, according to AC Spark Plug Company engineers 


Oscillograph Aid in 


|now vice-president in charge of en- 


| gineering. 


Mr. Church has been connected 
i with the automotive industry since | 


|}early manhood and is well known in 


ithe field of automotive engineering | 


jin the country. He was born at 
| Waltham, Mass. His early educa- 
| tion was received in private schools, 
|after which he attended the Massa- 
chusetts Institute of Technology. 
He conducted a garage business 
for about a year after leaving col- 
|lege and then accepted a position 


js |9S assistant chief engineer of the 
| Waltham Manufacturing Company, | 


| Waltham, Mass., in 1905. Leaving 
‘this firm, he engaged in experimen- 
|tal work on gasoline engines for 


;about a year before becoming sales | 


| engineer with the Alden, Sampson 


Manufacturing Company, makers of | 
Later | 


|trucks, at Pittsfield, Mass. 
|he became chief engineer of the 
|Mercer Motor Company at Tren- 
|ton, N. J. 

From 1909 to 1919 Mr. Church was 
|associated with the Packard Motor 
|Car Company, holding the position 
of chief engineer of the truck di- 
| vision for several years. During the 
|; World War he became chief en- 
|gineer of the company. Mr. Church 
also spent a large part of his time 


{at Washington during the war on! 


{government work connected with 
{motor transportation for the army. 

For the three years following tbe 
|war he was vice-president of the 
| Hare’s Motors, which had taken over 
the operation of the Locomobile 
Company of America, the Mercer 
|Motors Company, Simplex Automo- 
bile Company and the Kelly-Spring- 
|field Motor Truck Company. Then 


| : 
;of you can think of examples of 
|this “fringe market,” where custo- 
{mers are constantly wavering be- 
|tween cast steel and forgings, or 
| pressed metal. Instances are com- 
| mon where concerns have switched 
from steel castings to other forms, 
;only to return to steel castings. 
ere is real business of good 
volume, to be won by selling the 
| buyer a better appreciation of steel 
;) castings and bringing him up te 
| date in his thinking. 

It is also in this “fringe market’ 
| that the activities of interests urg- 
ing the use of welded products. 
stampings, pressed steel and other 
substitutes for steel castings, nave 
progressed by aggressive selling and 
advertising policies. In this they 
have been helped along by a mis- 
apprehension on the part of en- 





| the foundry. 
| growing 


Spark Plug Research 


| 


| 
+ 









he spent a year in consulting engi- 
|neering work on passenger cars 
truck design, as well as on general 
manufacturing, policy and manage- 
}ment problems. 

On ptember 1, 1923, he became 
| associated with the Chevrolet Mot- 
or Company at Detroit, and atter 
doing special engineering work for 
ten months was made assistant 
chief engineer in July, 1924. 

Mr. Church is a member of the 
Societ of Automobile Engineers 
and the Institution of Automotive 
Engineers, an English society. He 
is married and has one son. 


gineers and designers as to the 
qualities to be expected from cast 
steel. Correct this by a or 
hensive, mass educational effort 
and you cannot only win back the 
lost ground, but also gain a greater 
share of the “fringe market.” 

In addition to attacking the 
“tringe markets” there is another 


| tield for extending the use of cast 


steel and improving the profits of 
I refer to the rapidly 
employment of special 
analysis and alloy steels, including 
heat and corrosion-resisting cast- 
ings. Here many steel foundries 
are already closely in step with in- 
dustry, extending castings into 
fields where they have never been 
used before. 


(To Be Continued) 





recording a portion of a spark 
spark plug 


+? 
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- SPECIAL PRIZES TO LEADERS 
KEEP STAFF ‘ON THEIR TOES’ 


Alliance, O., Chevrolet 
Dealer Boosts His 
Sales Volume 


By EDWARD SALT 

A SERIES of monthly contests 
with special prizes for the 
leaders keep salesmen of the Wil- 
liams Chevrolet Company of Alli- 
anee “on their toes” and show re- 
sults in the large volume of sales 

recorded each month. 
That the Williams 
Company is working 
throughly is revealed 
for the twenty-seven months the 
company has been operating in 
Alliance. In a city of 25,000 persons, 
the company has sold 907 new and 
1,102 used cars in a little over two 


years. 
There is a staff of six salesmen 


Chevrolet 
its territory 
in its record 


Y 


| sold seventy-nine used cars and 
thirty-nine new machines. Prizes 
| were offered the leaders in the sale. 

It is to the advantage of each 

| salesman to make a good deal on 
all trade-ins. On the blackboard 
where the record of all sales is 
kept the net amount of each sale 
jis credited to the salesman. When 
ja sale is made, the allowance for 
the trade-in is deducted from the 
selling price of the new machine, 
and this is credited to the salesman. 
There is no special contest in this, 
but salesmen attempt to make a 
very creditable showing in the net 
returns for the company. 

“While we have experienced a 10 
per cent. slump in the sale of new 
cars so far this year, the ‘clean sales’ 
have shown a 17 per cent. increase,”’ 
Clapsaddle state. “This means that 
the company is taking less trade- 
iss on new cars than it did one year 
ago. and is securing more (first 
+sales’ through the activity of the 
salesmen in competing for prizes.” 


In less than six months this year, Forrest 


[NEW CHEVROLET COMPANY 


OPENS IN HOUSTON, TEX. 


Houston, Tex., June 30.—Organ- 
ization of the Downtown Chevrolet 
Company as Chevrolet dealer for 
this city has been announced. 
Officers of the new company are: 
John P. Battle. president; Richard 
Monroe, vice-president; and P. H 
Hagens, secretary-treasurer. Head- 
quarters for the new firm have 
been located at McKinney and Aus- 
tin Streets 

This is the fifth Chevrolet dealer- 
ship for this city, the others being 
the Dow Chevrolet Company, the 
Pollard Chevrolet Company, the 
Hargis Chevrolet and the Channel 
Chevrolet Company, respectively. 
Increased population which, ac- 
cording to the last census rated 
this city as leading the state, and 
good business conditions justified 
establishing another dealership, ac- 
cording to the report. 


F. F. CATE NAMED MANAGER 
Chattanooga, Tenn., June 30.— 

S. Etheridge Company. Inc., 
local Ford dealership, has just 
announced the appointment of 
F. Cate as sales manager. 


D. 


at present and four of these men the company has sold 325 new cars'He is widely known in automotive 


will become members of the Chev- 
rolet “One Hundred Car Club” this | 
year. In less than six months W. 
C. Clapsaddle has sold the equiva- 
lent of 141 new cars, E. C. Flynn, 
104; G. F. Rollins 74 and Paul | 
Cassidy. 60. Salesmen in this club | 
must sell 100 new or 200 used cars, | 
Or a combination of the two during 
the year. | 

In the conference room, where 

rospects are often taken to close | 
the deal for a machine, a large 
blackboard is fastened to the wall. 
The name of each salesman is on | 
this board, and opposite this are 
columns for the various types of | 
cars sold by the company. | 

Whenever a car is sold, the sales- | 
man is given proper credit by a} 
thumb tack. A yellow tack denotes 
the sale of a new car and a plain 
Silver tack designates the sale of a 
used car. 

Beside the salesman’'s name is his 
record of cars sold during the vear. | 
This is changed every month. In, 
the first column opposite the name | 
is the number of cars each man sold | 
the previous month. He tries to| 
better that record each month. 

“This board has quite an effect 
on the salesman,” G. H. Clapsaddle. 
sales manager, declared. 

“When a prospect comes in, 
he invariably sees the board and 
makes comments on the standing 
of his friends. As a result, the 
low men work harder to get to- 
ward the top while those on top 
work harder to stay there.” 

Practically every month the com- 
pany offers prizes for the three} 
leading salesmen. These prizes are 
in addition to any prizes which 
mav be offered by the manutactur- 
ers in their special events. 

One month the company gave the 
leading salesman a set of golf clubs 
The second highest received a pen 
and pencil set and the third man 
an automobile robe. 

“We have tried both prizes and 
the bonus plan,” Clapsaddle stated 
“And we fiad that there is more 
interest where we offer a prize. The 
men will work harder for it than 
they will for a bonus.” j 

Last year H. J. Williams, presi- | 
dent of the company, offered a deer | 
hunt in Pennsylvania as the re- 
ward for a contest between all em- | 
ployees of the company. It was sc 
successful that it is being planned | 
again this year. 

Under rules of this contest, all | 
employees of the company were! 
divided into two teams. The deer | 
hunting trip was offered the win- | 
ning captain, the salesman making 
the best record, the mechanic turn- | 
ing in the largest amount of money. | 
and the service man who turned in 
the most money. 

Each man was credited with the! 
actual amount of money he turned | 
into the office. If the mechanic | 
made repairs to a car. it was to his | 
interest to suggest additional needed | 
work. The contest was very 
spirited. 

The Williams Chevrolet entered 
1930 with sixty used cars on hand. 
A month’s clearance was staged, 
which reduced the used car stock | 
te eighteen. This was accom- | 
plished at a special advertising 
cost of less than $50. } 

Special advertising was used in 
the classified section of the daily | 
newspaper. A card listing many of 
the bargains was printed. Two 
thousand of these were mailed to 
rural residents near the city.. Four 
boys were employed two days at 
a total cost of $8 to leave a card at 
every house in the city. 

New car salesmen devoted much | 
of their time to selling used cars. | 
When responses began coming in by 
mail and.phone, the salesmen be- 
came enthusiastic. During the! 
month’: clearance sale, the company 


and 451 used machines. 





circles. 


ould You Beovell 


KNOXVILLE CHEVROLET | 
DEALERS WIN PRAISE 
AT ZONE MEETING 


Nashville, Tenn., June 30.— Ex- 
pressions of appreciation for the 
progress made by Chevrolet dealers 
in the Knoxville zone during the 
past six years were made by F. E. 
Zorniger, zone manager for the 
Chevrolet Motor Car Company, at 
the closing business session of a 
two-day meeting of Chevrolet deal- 
ers held at the Andrew Jackson 
Hotel 

Mr. Zorniger opened the business 
with a few remarks on the past 
achievements of Chevrolet. He de- 
clared that today inventories were 
the smallest in the history of the 
motor industry and that with stocks 
on hand at a minimum, it pointed | 
to the most prosperous year in his- 
tory 

L. F. Vollmer, assistant zone man- 
ager, followed Mr. Zorniger with a 
splendid talk on “External and In- 
ternal Organization.” He showed 
the dealers how this could be per- 
fected to their own benefit. He was 
followed by George L. Davenport, 
service manager, who talked on serv- 
ice lines in the operation of Chevro- 
let dealer franchises. The two-day | 
meeting came to a close with a) 
luncheon to the dealers in the foyer ' 
of the Andrew Jackson Hote! 


| DECATUR FORD DEALER 


TO OPEN NEW BUILDING 


Atlanta, Ga., June 30.—Robert In- 
gram, Inc., Ford dealer in Decatur, 
will soon occupy its new $100,000 
home on West Ponce de Leon Ave- 
nue. The building is’ fast nearing 
completion and Mr. Ingram expects 
to occupy it the middle of July 

The new building will provide 31,- 
000 feet of floor space and of this 
25,000 feet will be devoted to service. 
Every modern appliance used in 
servicing Ford cars will be installed 
in the building, Mr. Ingram says, 
and nothing will be lacking that 
will add to the completeness of the 
plant. 


CHEVROLET NAMES RHODES 
DALLAS ZONE MANAGER 


Dallas, Tex., June 30.—Charles F. 
Rhodes. for 20 years connected 
with the merchandising of auto- 
mobiles, has been appointed sales 
promotion manager for the Dallas 
zone of the Chevrolet Motor Com- 
pany, according to Felix Doran, Jr., 
Southwest regional] manager. 

For the past three and a @if 
years, Rhodes has been a member 
of the Chevrolet organization, 
having served as city sales manager 
in New Orleans and Houston before 
being promoted to his new position, 
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F your shop burned 


down tonight 


your stock 


¢ 


pletely 


. if 


was com- 


destroyed ... 


could you prove every 


penny of your loss to 
your insurance company 
with records 
through the blaze P 


would you 


fire protection positive. 
Most important of all 
kept intact 
Or 


in 


they make possible the 
prompt collection of the 


fumble insurance due you. 


masses of charred paper 


hoping to find some part 
of your records undam- 
aged by fire P 


With Sate-Cabinet pro- 


tection you 


assurance that you'll be 
able to furnish unques- 
tionable proof of your 


losses. You 


to bill accounts receiv- 


Progressive garage and 
automotive men every- 
: where are adopting Safe- 
Cabinets as the surest 
means of protecting their 
have real from 


records loss by 


fire. You'll find yours 
...in the long run... 
the most profitable in- 
"Il be able 


vestment you’ve ever 


made. 


able... continue in bus- 


iness without undte de- 


lay or 


built for the 


of fire resisting qualities 
and certified to maintain 


them to the 


gree ... make possible 


inconvenience. 


For Safe -Cabinets.. . 


There’s a Remington 
Rand 


now. Get in touch with 


man near you 


: him today. 
maximum . 


Safe-Cabinet Division 


Remington Rand 


BUSINESS SERVICE 
an 


BUFFALO NEW VO 


Sales Offices Everywhere 


highest de- 
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“INDIANA 


CHRYSLER UNITS Bantam Austin Attracts 
Throngs in Many Cities. 


| company have tried the little car;The Johnson Chevrolet Company 
| succeeds the Olin Chevrolet Com- | 
| pany, 
firm name and management of the 
company, and 
the 
which transferred entire ownership 
of the Olin company to Robert D. | 
Johnson, 
and secretary-treasurer. 


GAIN OVER 1929 


Ford and Chevrolet 
Registrations Close to 
A Year Ago 


the Charles 
tempt to count th 

Orders 
persons residing in 


up the Hudson River and several 
concerns are planning to purchase 


(Continued from Page 1!) 


records for the first five months in| fleets tor the use 


(Continued from Page 1) 


Motors made 


have been received 





CAR SALES IN MAY 


out at night. no public demonstra- 
tions have been made and will not 
be made until next week. 

It is pointed out at the Taber 
establishment that so far all sales | 
| have been made to those who al- 
ready own one or more cars.. 

Russell P. Taber, Inc., is one of 
the oldest dealers in the city. 


no at- 
e crowd. 

from 
cities and towns 


of its salesmen, | 


, : the Charles Motors Company re- 
comparison with a year ago, the de- | ports. MANY SALES IN OMAHA 
clines in both cases being slight. | Omaha, Neb., June 30.—The pre- 
ON DISPLAY AT HARTFORD miere showing here of the Bantam | 


Following are the sales of fifteen 


of the leading sellers in the first five : 
months, as compared with the cor- ! 


Hartford, Conn., 


tween 200 and 300 people 
have visited the salesroom of Rus- 


30.—Be- 
a day | 


June Austin held all last week in the 
lobby of the Fontenelle Hotel was a | 


| huge success, according to Gordon 


responding period of i — sell P. Taber, Inc., the distributor! Smith of Smith-Stewart Motor | 
of the American Aus¢in, to inspect | Company, Austin distributors « for | 

a avs. 6 os 404 16,983 17,879 | the new Austin. Earl M. Taber, | this territory. More than 100 retail | 

Ctievrolet .......... 10,136 12,122. president and general manager Of | orders were placed for delivery as | 

Plymouth 940 1.13g| “ne company, reports that many, soon as possible, and several thou- | 

ee 1.605 3.443 | orders hove already been taken for | sand wholesale orders were placed | 

eT 1524 4306 | the car. which is now the subject of | by dealers in this territory, Mr. | 
pads 1'205 175g | 2 Special display in the Taber Smith said. The special display is | 

Simobile covcescees 1204 2082 | Building. While officials of the also being held this week. 

re 947 1,984 | 

Studebaker ........ 7184 1,340 ! 

Re 743 928 

er 812 850 | 

GS cs ai¢- 6 «ae 6 667 1,033 - 

ee 428 782 

re 599 ° 

ee 530 1,165 


*Then the Whippet Six. 

Following are the new car regis- 
trations in Indiana in May, as com- 
pared with the corresponding month 
of last year and with April. 1930: 


May May April 

1930 1929 1930 
ee 4,231 4,237 3,622 
Chevrolet ......... 2,228 2,672 1,854 
PEPMOUER 2. cc cccee 378 338 ~ = 181 
i oa coacies 327 761 = 324 | 
I ce aw bo.8 325 1,002 240 
Se 319 396 225 
Oldsmobile ....... 266 466 210: 
Studebaker ....... 258 313 188 
ME Bh csig'v e's coe ee 231 268 #199) 
ss 227 207 177 
Se 177 220 183 
EE sce o cceces 150 238 126 
EE so cb cscce 128 174 109 
AP 119 ° 108 
ee 113 287 103 
Marauette ........ 100 42 
Ae 86 200 92 
MOS... . > > 72 696 81 
|, ere 69 96 67 
Ae 57 82 40 
Hupmobile ....... 52 94 62 
CO eee 44 102 44 
Eee 42 111 37 
Willys-Knight 26 86 19 
| eee 23 30 17 
pn 00 6 19 36 22 
I. 5 «-4:0-9:09.° 19 25 18 
ee 16 26 11 
Pacece-Arrow ..... 13 18 8 
ae 12 ; 14° 
Se 12 39 21 
Ee 10 ) 12 
MEER, gg cesses 7 7 13 
ES 0 o's «00a 2 4 2 
ee 2 8 0 
ON eee l 6 1 
Miscellaneous 3 82 3 


Totals 10,164 13,309 8.475 | 
*Then the Whippet Six. 
tNot on the market 


BUY CHEVROLET COMPANY 

Mebane, N. C., June 30.—T. A. 
Williams, Chevrolet dealer at Ran- 
dleman and Liberty for a number 
of years, and J. R. Robbins. of Col- 
umbia, have purchased the Mebane 
Chevrolet Company. Mr. Williams 
will be active manager of the firm. 








To 
Automotive Salesmen 


f ~6©6sAnd_~= Wholesale 
Representatives: 


If you are without a 
position write or wire 
me your name and 
address. 

Would preferably like 


to hear from those who 
know me. 


J. H. NEWMARK 
General Motors Building || 
New York City 


























IN MIDDLE WEST 








|_DOINGS__| 


30.— 


June 


SHOW INCREASE 


(Continued from Page 1) 


the close of April, but showed a 
decrease of 13.9 per cent., as against 
May 31 of last year. 

Lessened factory production in 
May is expected to be reflected: in 
the next report of dealer status 
for June, when it is predicted that 
| the figures will show considerable 
of a further reduction in stocks of 
new cars on hand. 


Indianapolis, Ind., 


a change involving only the 


i is an outgrowth of 
completion of negotiations 


formerly sales manager 


Butler, Pa., June 30.—W. Carl 


Cheesman of Cheesman & Watson . —_—. 
of Butler, distributor of Buicks and 
| Cadillacs in Butler county, will head | 
Austin of Pittsburgh, Inc., located | 
at Baum Boulevard at 
Street, Pittsburgh. The new organ- 
; ization will control the distribution 
|of bantam Austin automobiles in 
the entire western Pennsylvania dis- | 
trict. ps 
six years with the Cheesman-Wat- | Sales, 2363-71 Demonti 

son company, will be general man- nigny St., well 
ager. 
charge of service for the Austin dis- 


tributor of Aberdeen, Scotland, wit? 
have charge of service. 


St. Clair 


New Albany, Ind., June 30.—Antz- 
Vorgang Motor Service, East Mar- 
ket at 3d, has been appointed Stude- 
baker dealer here. 


Ray Guisewite, for the last; Montreal, June 30.—Leduc Motor 
known to the public of Montreal 
Fast, has been appointed De Soto 
dealer for this territory. 

ean : cise it 


William Cowie, formerly in 


RUCKS OF AMERICA 
DEPEND ON AUTO-LITE 














—— of trucks carrying 
tons of produce and helping 


to build this great civilization 


depend upon Auto-Lite. Each truck 
represents an important factor in to- 
day's business. It is of the utmost im- 
portance that this factor gives economi- 
cal and efficient service. 


The electrical system in both trucks and 
busses is put to the severest strain 
and hardest work. Manufasturers have 





a al come to realize that 
\ paar) an assurance of 
dependable service : 
at all times can be counted on if the 
Auto-Lite system has been used. That 
so many of the wheels of industry 
are started by Auto-Lite is a testi- 
monial of the quality and depend- 
ability offered by Auto-Lite. The Electric 
Auto-Lite Company, Office and Works: 
Toledo, Ohio. Also makers of Dé Jon. 





> Auto-Lite — 


Starting, lighting € Ignition 










